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THERE’S STILL TIME TO REORDER 


TOOLS 


TO REAP EXTRA PROFITS DURING WELLER’S 
NATIONWIDE PROMOTION! 


Mckay (lowtle wit Be Your 


STAR SALESMAN IN... 


PLUS LOCAL COVERAGE WHERE IT COUNTS. 


95 Sunday Newspaper Sajalonanite 


November 30 and December 7 


Use this tie-in display 
Don’t miss out on sales of Weller people right in your area during the On your counter | 
Tools because of depleted stocks. next few weeks—with Mickey Mantle oe 
Remember, Weller’s big nationwide as your star salesman. Get your 
campaign will reach thousands of _ share of this extra-profit business. 


Model 8100 Model 8250A Model 8250AK Model 700 Model 700K Model 800 
Soldering Gun Soldering Gun Soldering Kit Power Sander Sander Kit Sabre Saw 


$595 $492°5 $44q*5 316° $19° $49°° 
Be sure you're ready to meet the demand! Contact your wholesaler now! 
WELLER ELECTRIC CORP. ® 601 Stone’s Crossing Rd., Easton, Pa. 
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ai Tow: ALL THESE 


WITHOUT REMOVAL OF BLANK 
1 | 4 


Only The ILCO Minute can do it! 


The ILCO MINUTE is the only key cutting Look at these improved features: 
machine on the market capable of duplicating 
cylinder keys, flat steel keys (both side and 
end cuts) and bit keys without once removing 
the blank from the clamp. And it cuts them NEW heavier carriage spindle 
in less than a minute! 

Here is the most flexible and profitable ma- 
chine you can put into your store... it will 
take care of every customer demand — but fast. NEW more rugged construction 


po 


wees NEW precision screw adjustment 
on cylinder key guide 


NEW pivoted key gauge 


NEW free-action bit key carriage 


Ask your jobber for descriptive literature or write direct. 


INDEPENDENT LOCK COMPANY 


Fitchburg, Massachusetts 
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“PLUS VALUES 


that excite sales 











Fashion right and styled for today’s 
quality-conscious market, ALWINTITE 
sliding glass doors add giamour and 
excitement to any house. Most important 
are the many PLUS VALUES you get 
with dependable ALWINTITE—precision 
workmanship, attractive Juster-dip finish, . 
trouble-free operation, weathertight 
seal, strong sturdy hardware and locks. 
ALWINTITE products are backed by 
General Bronze, world leader in 
aluminum windows. Factory-trained 
specialists and dependable distributor 




















organizations serve you in any area. 
Write or wire for details. 

















GOWN: OLEG CASSINI 
CAR: MERCEDES-BENZ 





by GENERAL BRONZE 


GARDEN CITY. N.Y. 
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ALUMINUM WINDOWS SLIDING DOORS 
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AMERICAN LUMBERMAN and Building Products 
Merchandiser is published every other Monday at 
59 E. Monroe St., Chicago 3, I]. Other Vance Publi- 
cations are HOME Maintenance & Improvements, 
FOOD PACKER, WOOD & WOOD PRODUCTS and 
MODERN BEAUTY SHOP. 
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COMPONENT TREND GROWS— 
But With Adolescent Pains 


A 12-page cross-country staff report in your November 24 is- 
sue of American Lumberman shows you what is happening in 
lumberyard fabrication of wall panels, roof trusses, partitions, 
etc., bringing good dealer profits on sales to builders. 





Also see roundup in next issue on what dealers are giving 
contractors for Christmas; how Colorado dealers are buying and 
selling together and merchandising ideas for kitchen sales. 



























this is the only rack that makes it 


aluminum for the 





Reynolds was first to introduce Do-It-Yourself Aluminum. Today it is 
still the only complete line sold from this traffic-stopping, self-service 
rack! Here, at one convenient source, the home handyman e¢an find 
aluminum sheet, screen and storm window components, new sliding 
door track sets, tubing and tubing fittings, bar, angle, rod and 15 
types of rustfree, non-staining aluminum fasteners. 

Here, too, he gets easy-to-follow Project Sheets, furnished to you 
free by Reynolds, showing him how to make all kinds of useful items 
from lightweight, attractive aluminum. The convenient display also 
reminds the customer that he’ll need window glass, tools, screening 
and many other related items which you also sell. 

If you aren’t a Reynolds Do-It-Yourself 
Aluminum dealer, get on the bandwagon 
now. Never before was there such interest 
in aluminum, the modern miracle metal, 
for home repairs and improvement! Get in 
touch with your Reynolds distributor to- 
day, or write for the profit-making details. 

Reynolds Metals Company, 6601 West 
Broad Street, Richmond 18, Virginia. 


by the 
makers of 


Reynolds Wrap 


DO-IT-YOURSELF 
ywinuM ~ 
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possible for you, Mr. Dealer, to sell 


home handyman! 
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1S EASY AND FUM TO MAKE THINGS YOURSELF 
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NOW... THOUSANDS OF DOLLARS IN SALES 
-on a *19.95 Investment ! 


This New 
pressure-Mount 


Movscvedb 
Display 


] itable 

ves you profita 

* stom-Screen Sales 
with 


No Inventories 
No Installation Problems 


No Servicing 


It’s the easiest-to-install attached Flexscreen ever 
—and all you need to sell it in volume is one of 
these display stands that costs you just $19.95 
complete with Flexscreen. Attractive display in- 
cludes new Pressure-Mount Recessed Flexscreen, 
novel peep-hole and mirror device which shows 
customer simple pressure attachment — and pro- 
vides handy return postcards imprinted with your 
store name and address for customer use in order- 
ing the proper size. 


WE SHIP COMPLETELY ASSEMBLED... 


You merely relay orders to us— and we ship the 
Pressure-Mount Flexscreen to you (or your cus- 
tomer if you so instruct us). It’s all ready for easy 
attachment by the customer in a matter of seconds. 
You carry no inventory — we’re geared for sudden 
service. Remember you get your full discount and 
there’s no installing or servicing necessary to dilute 
your profits! 


GET YOUR DISPLAY NOW... 


Put this Flexscreen salesman to work on your floor 
and watch your fireplace profits soar. 


BENNETT-IRELAND INC. 
1158 Pine St., Norwich, N. Y. 


Melrose Park, Ill. 1355 Market St., San Francisco, Calif. 
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PRESSURE - MOUNTED 
Cesseo fle i<creen 








DISPLAY DIMENSIONS 
Stand is 36” wide x 48” high 
with feet 12” deep. 
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it Can't Be 


1, Customer insP 
your display : 
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You relay orders 10 
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pune for installation i 


Your customers know 


it’s the finest if it’s a 
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OTHER NEW ESCUTCHEONS ... 


Russwil{” 


DOORWARE 


Bella Aloha Peacock Gives“ All-Star” Dealers an Edge! 
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“STRONG- 


NEW CELOTEX 


REG. U. S. PAT. OFF, 


INSULATING SHEATHING 
WITH SUPER 











NAIL-HOLDING POWER! 


FOR DIRECT NAILING OF WOOD OR ASBESTOS SHINGLES 


Now... Celotex gives you 
the industry’s most 
complete sheathing line! 


A Type for Every Customer ... for Every Building Budget! 


FINEST! THRIFT LEADER! 
CELOTEX 25/32” INSULATING SHEATHING CELOTEX '/2” INSULATING SHEATHING 


@ Indicates “top quality construction throughout” @ Surpasses other sheathing materials in 
insulating efficiency 

@ Handles extra “easy,” with dependable 
strength, durability 

@ Double-Waterproofed (asphalt coated) or © Double-Waterproofed (asphalt coated) or 
Asphalt-Impregnated Asphalt-Impregnated 

@ Big Board (4’ x 8’ or 9’; square edges). @ Big Board (4’ x 8’ or 9’; square edges). 
Center-Matched (2’ x 8’) Center-Matched (2’ x 8’) 


® Thickest, maximum insulation value, 
superior structural strength 





ALL are Celotex FEROX® products, treated during manufacture for protection against termite and dry rot attack. 


YOUR WHOLESALER OF CELOTEX BUILDING PRODUCTS INVENTORIES THESE SHEATHINGS. CALL HIM TODAY! 
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Economical! 


STRONG-WALL 
%2" INSULATING SHEATHING 


@ Extraordinary strength, rigidity 
and nail-gripping ability! 












@ Exceeds FHA requirements for nailability 














@ Exceeds FHA requirements when applied vertically 
without corner bracing. Cuts cost! 









Plus...“ Life-of-Building” 
@ Asphalt treated integrally 






Guarantee 
@ BIG BOARD (4’ x 8’ or 9’; square edges) EG ais on 
ees Dasa Qeaemy se r ers get this certificate to 


€ 





give every buyer. Indi- 
cates quality construction 
throughout...helps close 
more sales. Also, attrac- 
tive folder with builder's 
name imprinted, free. Ask 
your Celotex representa- 
tive for samples. 

















CELOTEX CORPORATION © 120 SOUTH LASALLE STREET © CHICAGO 3, ILLINOIS 





THE 
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“Every now 
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and then be ‘ 
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I miss a good one!” 


In the new construction market, 
DODGE REPORTS can uncover them for you 


Have you ever figured the cost—in salesmen’s time 
and missed opportunities — of blind sales calls and calls 
based on rumors? In some fields, it’s the only way of 
getting business. But not in the new construction mar- 
ket! Not when you can use Dodge Reports to pin- 
point active prospects...to guide the timing of sales 
calls...to help you concentrate on the jobs you know 
will be profitable. 


Dodge Reports tell in advance who is going to build 
what and where, tell you who to see, when bids are 
wanted — even who else is bidding and who finally gets 
the job. You specify the area, types of jobs, and stages 
of progress you want to cover. Reports are mailed daily 
direct to you or your salesmen. Dodge Reports will 
cover all types of construction for you anywhere in 
the 37 Eastern States. 


WRITE FOR FREE BOOK 


F. W. Dodge Corporation, Construction News Division, 
119 West 40th Street, New York 18, N. Y., Dept. 2118 


Send me the book “Dodge Reports—How To Use Them Effectively” 
and let me see some typical Dodge Reports for my area. I am interested 


in the general markets checked below. 
[] General Building 
[] Engineering Projects (Heavy Construction) 


[-] House Construction 


Area_ iiaiieiitaes 





OS 
Company. 
Address 


City 


on Coupon, page 114 


Dodge Reports 


For Ti Selling 
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LATE AND 
IMPORTANT 


Newscast 


American Lumberman, November 10, 1958 


A NEW HOUSING BOOM is confidentially predicted by our editors. There 
are three basics for the consumer-—food, clothing and shelter. 
The record now shows that the proportion of income going for 
food declined from 41% in 1948 to only 27% in 1957. Clothing 
dropped from 12% to 8%. 


Only on housing did the consumer spend a larger proportion of his 
income—expenditures in this category rose from 13% in 1948 to 
about 19% last year. In terms of dollars the increase was 100%. 











YOU CAN ANTICIPATE that the home building industry will be squarely in 
the political pot shortly after the November elections. Sen. 
Lyndon B. Johnson's off-the-cuff remarks at the NAHB meeting in 
San Antonio last month clearly indicated this trend. 


He departed from his prepared text to emotionally urge 
President Eisenhower to call "a National Conference 

on Housing . . . to develop a long-range program that would 
enable every freedom-loving American to own his own home". 








The eight-point program he presented to builders surely was 
"pie-in-the-sky": expanded VA, lower down payments, extended 
maturities, higher FHA maximum mortgages, easier plans for 
trade-ins .. . you name it, and Lyndon promised it would be 
in his legislative bill come January. 





BUILDERS IN A MELLOW MOOD after Johnson's friendly oration then 
learned of other NAHB activities on which dealers should keep 
an eye. One is a new Research Institute Laboratory for which 
money has been appropriated. The new laboratory could 
supplement or possibly duplicate many activities of the Lumber 
Dealers Research Council. The laboratory, according to reports, 
will actively study components and building materials. 





YOUR COSTS ON PAPER WORK. The average business is estimated to 
waste about 65% of every dollar Spent on paperwork. A rough 


exceed $400 for each employe. 





Some of the areas where watching costs will produce quick results 
include the following. Record keeping——in most businesses 45% 
of all records can be eliminated immediately. Accounts 





than 50% of invoices are for orders under $50. Payroll— 
eliminate repetitive information now needlessly copied each 
week. Inventory control—perpetual tally is almost a luxury. 
Inventory figures should be a by-product of well designed 
sales records. 








MORE AND MORE TRUCK DELIVERY OF LUMBER is in the offing. Truck and 
trailer loads of lumber are now appearing 800 to 1,000 miles 
east of the Pacific northwest sawmills, getting into western 
Wyoming and Colorado. Trend is so serious that western 
railroads are preparing to ask for rail freight reduction 
out of the Douglas fir and ponderosa pine regions. 


A_30%_cut in rail freight out of southern pine regions into the 
midwest lumber consuming areas is now ready, save for an 
effective date. Southern Pine Association showed railroads up to 
80% of lumber shipments from the south were going to dealers 

via truck. 
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» Jack W. Heslop, President, Heslop Homes, Inc., Akron, Ohio 


“Glad we switched to 


Andersen Windows... 
theyre definitely 
a pre-sold item” 
says Akron, Ohio builder of quality homes 


Wien you start handling Andersen Windows, don’t be too surprised to find your 
window volume going up-up-UP. 

Homeowners and planners prefer Andersen Windows 9 to 1 over any other brand. 
They’re an overwhelming first choice among thousands of builders. And the number keeps 
growing because first-time users are just as enthusiastic about Andersen Windows as Mr. 
Heslop above. 

This tremendous preference helped dealers sell almost 244 million Andersen Windows 
last year. You can get a healthy share of this profitable business by becoming an aggressive 
Andersen dealer. It’s that easy. So take a minute now and get the complete facts by phon- 
ing your Andersen distributor, or write: Andersen Corporation, Bayport, Minnesota. 
Andersen Windows are sold only through dealers everywhere in the U.S. and in Canada. 








_~ 








TROUBLE-FREE. Andersen Beauty-Line* Windows install quickly and easily in Heslop Homes. 
Their precision craftsmanship practically eliminates expensive callbacks for window adjustments. 


*Patent Pending. 


EASIER TO SELL. Builders want all the extra sales appeal COMPETITIVELY PRICED. For all their advantages, An- 
they can get in their homes. The clean trim lines of these dersen Beauty-Line Windows have a lower total installed cost 
Andersen Beauty-Line Windows enhance any home. And than many inferior windows including cheap double-hung 
buyers are pre-sold on the Andersen name. units. This gives you a powerful selling advantage on any job. 


Andersen\Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 


ANDERSEN CORPORATION « BAYPORT, MINNESOTA 





WAIT UNTIL YOUR CUSTOMERS SEE IT . . . Different-size openings casually 


scattered on the surface of new Classic Cushiontone create a striking ceiling effect. 





ANNOUNCING 
CLASSIC CUSHIONTONE™ 


Another profitable new 


Armstrong Cushiontone Ceiling 


Why another new acoustical ceiling? Because Classic Cushiontone was 
needed to set a design pace for the industry that will meet wider con- 
sumer acceptance and keep the ceilings market growing. 

Classic is available in 16” x 16” as well as 12” x 12” tiles. Using the 
16” x 16” tiles, your customers can save 3¢ per square foot on installation 
time and materials costs. 

Most important, Classic Cushiontone offers you a real profit oppor- 
tunity. You can earn margins of up to 73 percent on cost, based on Arm- 
strong’s suggested retail price of 21¢ per square foot. 

Classic Cushiontone also gives your customers all the other features 
they want in a ceiling material. It won't crack or chip like plaster ceil- 
ings. A highly efficient acoustical ceiling, Classic Cushiontone keeps a 
home pleasantly quiet. The surface is prefinished with two coats of 
washable white paint. It can be repainted to suit redecorating plans. 

Your customers will be seeing Classic Cushiontone in magazines and 
on the Armstrong Circle Theatre, alternate Wednesdays, CBS-TV. 

A tremendous sales opportunity awaits the dealer who is first in his 
market with new Classic Cushiontone. Call your Armstrong Whole- 
saler today or write Armstrong Cork Company, 4211 Rieker Avenue, 


Lancaster, Pennsylvania. 
* Patent Pending 


Classic is the newest addition to this complete line of Armstrong Ceilings 
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New Textured Full Random Diamond Starlite Sandrift Golden Mist 
Cushiontone Cushiontone 


(Armstrong CEILINGS 


. . . @ profitable new business for you 








AT LAST... 
A consistent 


quality 
plywood! 


RIGID QUALITY CONTROL is assured by a resident tech- 
nician at each plant using the Teco-Tested mark. This 
full time Teco technician has been trained by the well 
known Timber Engineering Company. 


TOUGHER GLUE LINE TESTING produces a uniformly 


higher glue line strength at no extra cost. 


TECO-DIRECTED QUALITY CONTROL means that the 
veneer, the plywood panel and, finally, each lot, is 
tested to comply with or exceed Commercial Standards. 


ASSURANCE OF CONSISTENT QUALITY is yours, day 
after day, month after month, because of TECO lab- 
oratory control and testings right at the manufacturing 





° ae 
Ug “MERCIAL ST ano’ 


AS FiR PLY 





FOR TOP QUALITY 
SHEATHING 

IN ALL STANDARD 
THICKNESSES 

... available in straight 
or mixed cars. 


PHONE THROUGH ALBANY, OREGON — WAbash 6-4421 


PLYWOOD PRODUCTS CORPORATION 


P.O. BOX 609 + CORVALLIS, OREGON 





18 Circle No. 36 on Coupon, page 114 November 10, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 








Bate ll 


~——s ' > * 
Lua: TERRAIIO TONES 





LIGHT CORK 
CHURCHILL DOWNS 


“Two things we can’t do — carry big inventories take up floor space. As a matter of fact, they're 
or be experts on every one of the 1000 or more the best tile salesmen we have. Our sales records 
items we offer in our store. That’s why well- prove it!” 

planned merchandising displays are so impor- Planned merchandising programs . . . intensive, 
tant to our business,” says P. H. Garbade, man- consistent national advertising... plus the in- 
ager, Garbade Lumber Company, Shiner, Texas. dustry’s most talked-about flooring lines and 
“T like to see the new displays and merchan- features — these are reasons why you can make 
disers my Azrock distributor brings around. more money with Azrock Flooring Products! 
They're designed to sell merchandise — not just Mail the coupon and get the whole story — now! 


: Please send me the name of my nearest Azrock 
AZROCK FLOOR PRODUCTS DIVISION : Flooring Products distributor. 
UVALDE ROCK ASPHALT COMPANY Sd oe 
596 FROST BANK BLDG. «¢ S/ ANTONIO, TEXAS 
46D FROST BANK BLI AN ANT XA ADDRESS. 


tony — TE, RENE SS 


M AK E R 8S r N 4 » UO 2 A Z@ Py Oa A 2 2 2d B.2 DU RAC O 
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_ AMERICAN 
LUMBERMAN 


High Level Fall Sales Put 
Dealers in Cheery Mood 


But that rascal, Cost-of-Doing-Business, continues to get 
upper hand at retail yards. For example: extra delivery ex- 
penses to far-scattered subdivisions. 


Spot checks around the country in- 
dicate a strong last quarter of busi- 
ness for retail lumber dealers. 

Optimism among dealers is the rule, 
not the exception, as the country 
rouses itself from the recession. 

Detroit, one of the worst reces- 
sion cities, is a good example. Dollar 
volume for members of the Detroit 
Lumbermen’s Association was down 
21.8% for the first eight months of 
this year compared with 1957, re- 
ported K. D. Green, executive 
director. 

Last week Detroit area dealers 
commented to American Lumber- 
man’s correspondent Carl Konzelman 
as follows: 

“Business here is looking up,” de- 
clared Bryan Chaplow, Chaplow 
Lumber Co. “There is more action 
and the price situation is better. We 
are optimistic about the rest of the 
year.” 

Speaking for 
Harry Smith said: 

“Business has picked up since the 
first of October. We expect the im- 
provement to continue.” 

Overall volume for Erb Lumber Co. 
this year will probably top last year, 
predicted manager James P. Cline, who 
commented: 

“We are strong merchandisers on 
the theory that the business goes to 
the man who goes after it. We feel 
that our good showing this year re- 
flects this attitude. 

“We have never had the attitude 
that the recession was particularly 
important to us. Consequently, we 
have gone out and plugged for busi- 
ness in the normal way.” 

Most of Detroit’s home building 
extends to a 40-mile radius of down- 
town. Builders have reported as many 
as 75 sales on a recent weekend. De- 
troit dealers are feeling this im- 
provement. 

Most dealers reporting to American 
Lumberman correspondents through- 
out the country said their volume for 
the year is up, but profits are show- 


Mohawk Lumber, 


20 


ing little if any improvement because 
of increased operating costs. Here are 
typical comments. 

WEST COAST: “The last 90 days 
was the best quarter we’ve had in 
two years in contrast to the first quar- 
ter which was way down. We expect 
1958 will even out about the same as 
last year. There is some relief from 
the slump, but profits may run as 
much as 20% below last year.”—Ron 
Rollinson, sales manager, Gartin Lum- 
ber Co., San Mateo, Calif. 

“Overall volume is up about 10% 
over last year, profits up about 5%. 
This year as a whole should be better 
than last because we seem to be pull- 
ing out of the recession.”—Harry 
Gettins, Walter Galvin and Herbert 
Atkinson, partners, Foley & Boettcher 
Lumber Co., San Mateo, Calif. 

“Business is fair to good—about 
even with last year for the first nine 
months. We are selling more footage, 
but the dollar value is down and 
profits have dipped perhaps 25%. We 
are optimistic for the balance of the 
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year."-—W. H. Scott, general man- 
ager, Progress Lumber Co., Redwood 
City, Calif. 

NEW ORLEANS: “Our business 
picked up recently and the outlook 
for the rest of the year is good. A 
significant development is the en- 
couraging volume of remodeling bus- 
iness.”—Larry Carruth, Carruth Bros. 
Lumber Co. 

“Both new homes and remodeling 
business looks pretty good for the 
rest of the year. So far, volume has 
been about the same as last year.— 
Earl Robinson, Jr., vice-president, 
Southern Hardware and Lumber Co., 
Inc. 

“Provided the weather holds up, it 
appears the market will hold its 
strength for the rest of the year. Our 
business is up 8%-10% over 1957, 
but our profit is not up due to higher 
operating costs. There is a great deal 
of remodeling and, of course, looser 
money has been a factor in the new 
home field.”—William Tinney, West- 
wego Building & Service Co., Inc. 

FLORIDA: “Business looks very 
promising if events over the last four 
or five months are typical. We’re up 
30%-35% over 1957 for the first 
nine months.”—Herman Kobrin, presi- 
dent, Audlane Lumber & Supply, Inc., 
St. Petersburg. 

“Our sales volume is 15%-20% 
over the first nine months of 1958 
The outlook is very good if things go 
along as they have been and with the 
tourist season just ahead with added 
interest in new home construction.” 
—wWilliam D. Wright, vice-president, 

(continued on page 22) 





Modernization Sales Rise Higher 
Than New Homes in Southwest 


Lumber and building material deal- 
ers in Arkansas, Kansas, Missouri 
and Oklahoma are helping a great 
number of people improve their 
homes this year. 

In fact, it’s been a minor boom in 
modernization sales, according to re- 
ports by dealers to the Southwestern 
Lumbermen’s Association in Kansas 
City. The reports covered the first 
seven months of this year. 

In Arkansas, 60% of dealers said 
remodeling sales have increased, an 
average upturn of 12%. Not a single 
dealer reported a decrease in this 
type of sale. 


In Kansas, 63% of dealers reported 
an increase, averaging a whopping 
21.7%. 

In Missouri, 48% have found 
fix-up business better than 1957, 
while only 13% reported a decrease. 

In Oklahoma, a big 68% of yards 
have enjoyed an increase in mod- 
ernization sales, up about 13.5% 
over 1957. 

More than half of the dealers were 
very optimistic over end-of-year pros- 
pects for home improvement sales. 

By way of contrast, only about 
33% of the dealers in these areas 
said that home building activity was 
better today than a year ago. 
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THE BEL HAVEN. Three bedrooms in 904 square feet, this new 
Lu-Re-Co plan is a simple rectangle with direct passage from 
kitchen-dining area to bath and bedrooms without going 
through living room. There is a choice of contemporary, ranch 
and Cape Cod exteriors. 


THE LAKE FOREST. Three bedrooms, one and one-half baths 
in 1,127 square feet, make this ideal for family living. It has 
a convenient traffic pattern. Choice of three different exterior 
styles is available. 


THE HUNTINGTON. Three bedrooms and two baths, with liv- 
ing room placed at the rear of the house, are included in this 
1,200 square-foot house. Garage or car-port forms an ‘“‘L"’ 
giving a sec!uded court for indoor-outdoor living off the family 
kitchen area. 


THE GREENBRIAR. Largest in the series, this house has four 
bedrooms and a bath and one-half in 1,332 square feet. There 
is a snack bar in the kitchen. A patio is reached through the 
kitchen entrance. 


THE MADISON. This small three bedroom house has 952 
square feet of floor area. Living room has no cross traffic. 
Front elevation with covered entry porch spreads 60 feet 
across the lot. Porch and carport locations can be varied to 
avoid tract monotony. 


Low-Income 1959 Lu-Re-Co Houses Unveiled 


Douglas Fir Plywood Association will help merchandise 
1959 plans with new dealer sales tools. 


Five new Lu-Re-Co house plans, de- 
signed for the low and middle income 
market, will be announced at the NRL- 
DA exposition in Chicago, November 
22-25. 

The new houses, designed by Law- 
rence Higgins, staff architect of the 
Lumber Dealers Research Council, 
range from 904 to 1,332 square feet. 
They are called “Emblem Houses.” 

The Lumber Dealers Research 
Council, National Plan Service and the 
Douglas Fir Plywood Association have 





The “skull session” of Lu-Re-Co 
and DFPA principals pictured on the 
cover of this issue shows (Il. to r.) 
Sted Wood, designer-consultant, DF- 
PA; Ray Harrell, executive vice-presi- 
dent, Lu-Re-Co; Dan B. Sedgwick, 
merchandising director of DFPA; 
Laurence S. Higgins, staff designer, 
Lu-Re-Co; and Robert Blackstock, 
Seattle lumber dealer. 


cooperated in the development and 
merchandising program for the new 
1959 designs. 

DFPA is offering a big countertop 
plans viewer, large color transparencies 
of the exteriors, a full-color plan book 
for homeowners, ad mats, radio and 
TV copy. 

All this material can be seen at the 
NRLDA exposition this month and at 
the regional dealer conventions after 
January 1. 

“These are comparatively low-cost 
homes for the low and middle income 
markets,” says Ray Harrell, executive 
vice-president of the Council. “We 
think these houses will sell on a scale 
dealers have never enjoyed with past 
designs.” 

Dealer testing of the plans indicates 
good market acceptance. Robert Black- 
stock, Seattle dealer, comments: 

“We've already contracted with one 
builder for 119 of the 952-square foot 


November 10, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 


Madison model.” 

All five designs in the new series 
will be available in contemporary, 
ranch and Cape Cod elevations, both 
with and without basement. As with 
other Lu-Re-Co designs, National Plan 
Service will distribute plans to dealers. 


PROMOTION MATERIAL for the new 
Lu-Re-Co small home plans includes a 
lighted countertop viewer, consumer 
plan book. The new transparencies fit 
the DFPA viewer now in use by many 
dealers; it is available to dealers now 
offering the plans for the first time. 
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have 
you paid 
more 


for 
millwork 


lately ? 


... Mot if you bought 


Cx... 


Prices for Crestline Millwork 
have not gone up—in spite of 
a general rise around the coun- 
try. As a Crestline dealer you 
benefit from the unique Silcrest 
Price Protection Guarantee. 
This warranty protects you 
against price changes. This is 
another reason why it pays to 
bea Crestlinedealer. Why don’t 
you sell the nationally-known 
quality line of Crestline win- 
dows and other millwork. 
FREE—The Crestline Price Protection 
Guarantee. Send for it today. 





The SILCREST COMPANY 
100 Thomas Street, Wousou, Wis 
Western Ponderosa Pine Union Label = { ] 
Removable Double-Hung TY) Bitold i] 
Window Units =I Door Units EE 


[T-3) Removable Stiden: : 
| ee Se y 
Window Units Stacking Awning 


Window Units 
Casement 


| || Window Units Weatherstripped Door 

= Frames, Combination 
Self-Storing Storms & Screens (with aluminum 
frame inserts), Louvered Doors & Shutters, Com- 
bination Aluminum Doors, Panel & Sash Doors, 
and other allied products. 
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HIGH-LEVEL SALES 


(begins on page 20) 





Rieck & Fleece Builders 
Inc., St. Petersburg. 

MINNEAPOLIS: “Our sales _vol- 
ume is about the same as for the first 
three quarters of 1957. I would say 
the outlook for the remainder of the 
year is fair.”—Geerge S. Withy, pres- 
ident, Shaw Lumber. 

KANSAS: “Our sales volume is up 
20% for the first nine months, net 
profits up about 144%. Prospects 
look good for the final quarter.”— 
G. E. Vanduser, general manager, 
Rock Island Lumber Co., Wichita 
division. 

“Prospects are good if we have an 
open fall. Our net profits are even or 
slightly down, even though our sales 
volume is up 12% for the first nine 
months."—M. Y. “Jack” Jefferies, 
manager, Amsden Lumber Co., Wich- 
ita. 

“I think business will hold steady 
for the rest of the year with sales- 
room items showing a slight gain. Our 
sales are down about 10% for the 
first nine months.”—Earl Huston, 
owner-manager, Earl Huston Lumber 
Co., Wichita. 

“With higher overhead and more 
competition, our profit is the same or 
down a little. Handling costs are 
higher. Delivery distance in Wichita 
three years ago probably averaged three 
or four miles; now the average is 
likely to be seven or eight miles, maybe 
more.”"—W. H. Hoffman, manager 
of two yards, International Paper Co.., 
Long-Bell division. 

“Business was off until 30 days ago. 
We have noticed improvement since 
then. We are converting our yard to 
self-service. Afterward, we look for 
continued improvement. We're pri- 
marily interested in do-it-yourself 
trade. Net profits will be as good as 
57, perhaps slightly better.”"—W. D. 
Mardis, owner-manager, Mardis Sup- 
ply. 

MASSACHUSETTS: “Operating 
expenses have gone up about 1%, 
mainly labor costs. January sales were 
down 28.4%, but business has grad- 
ually improved and we hope to equal 
or top the °57 mark.”—A. Boilard’s 
Sons, Indian Orchard. 

“We have a showroom expansion 
coming up and look forward to good 
volume and profits during the remain- 
der of this year and all of next.”— 
Bob Dane, purchasing agent, Tessier 
Lumber Co., Holyoke. 

NORTHWEST: “Our sales are up 
30% in the first nine months and | 
see no slowdown other than the usual 
seasoned lull.”—Ed Michaelson, retail 
sales manager, Multnomah Building 
Supply, Portland. 

“Business in September and Octo- 
ber so far is above last year in our 
four-state operating area. It now ap- 
pears that the last quarter will top a 
year ago.”"—-M. E .Dunbar, office 


Supplies, 


manager, J. W. Copeland Yards, Port- 
land. 

MIDWEST-WEST: ‘Business _ is 
good. Our volume is up about 14% 
over last year’s figures. Costs are up, 
too.”—Floyd Odell, secretary-treas- 
urer, Builder’s Lumber Co., Moline. 

“Although our retail sales are down 
slightly, our wholesale departments 
are above last year percentagewise. 
We expect business to stay good the 
rest of the year.”—Charles Ainsworth, 
vice-president, Dimock, Gould & Co.., 
three yards in the Quad City area. 

“Located in a farming area, we 
were not greatly affected by the re- 
cession. What hurt our summer up- 
swing in home building was severe 
hail storms wrecking crops. But with 
an open fall, the new crops will 
help our business. About 15 more new 
homes were built here over a year 
ago. Old homes are selling very well, 
creating a large field for remodeling 
sales.,-—J. C. Trumbull, treasurer, 
Carr-Trumbull Lumber Co., Scotts- 
bluff, Nebr. 

“About 130 new homes under con- 
struction this year as the result of a 
$20 million missile base center. The 
real estate market has sky rocketed.” 
—Dealer comment from Cheyenne, 
Wyo. 


Steps Up Production of 
Fiberized Insulation 


As part of a program to meet an 
increasing demand for its new Fiber- 
glas residential building insulation, 
Owens-Corning Fiberglas Corp. has 
begun production of the new product 
at its Newark, Ohio, plant. Machines 
to produce the insulation are already 
in operation in the Barrington, N. J. 
and Kansas City, Kan., plants. 

A completely fiberized insulation, 
the product is so resilient that it can 
be packaged so as to cut in half the 
space required for warehousing and 
transportation, thus providing savings 
in handling costs. Owens-Corning re- 
ports the increased demand for the 
insulation is a result of the company’s 
Comfort Conditioned Home program. 
More than 600 builders are erecting 
43,000 CC houses, which offer the 
home buyer maximum comfort and 
economy through full insulation and 
full housepower wiring. 


Vacancy Rate Unchanged 


There has been practically no change 
in the housing vacancy rate during 
1958 in the U. S., reports the Bureau 
of Census. The available vacancy rate 
for the third quarter of this year is 
2.8% of all dwelling units and is vir- 
tually the same as the 2.9% for the 
second quarter and the 2.8% for the 
quarter preceding that. Of the 2.8% 
in the third quarter of 1958, 2.2% of 
the available vacant dwelling units are 
for rent and 0.6% are for sale. 
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COMPARE 


Your De Walt Your 
Power Shop Franchise present 
gives you: line? 


See why (/ THE FIRST RADIAL ARM all-purpose power tool—the [3] 


machine that revolutionized the power tool market! 


DE WALT (THE MOST IMITATED of all multi-purpose power 


tools (over 40 different manufacturers have tried to 
is the biggest money-maker imitate De Walt’s original radial arm design during 
. h the past 35 years) ! 
in t e po er tool field! THE MOST DEMONSTRATED al! purpose power tool 
on the market—over 8 million people saw it demon- 
strated last year alone! 
THE ONLY all-purpose power tool with 100% un 
divided, world-wide advertising support—in maga 
zines your customers read for the do-it-yourself infor 


mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 


help share the cost of your local promotions. 


THE FIRST power tool so simple in concept, so accu 
rate in performance that it makes woodworking easy 


and practical for everybody, from the novice to the 
' 


“pro”! 
THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market- 
demonstrated through actual experience! 


THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 
industry! 

A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 
customer ! 

THE ONE MODERN, simple, functional design that 


Ask Carlisle Hardware of Springfield, Massachu- needs no trunkful of clamps, guides and assorted 
setts, or any of hundreds of enthusiastic De Walt . 


Dealers throughout the country! devices to make it work! 
THE POWER TOOL with a Direct Factory Franchise 


that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


[Pee een eae emenemnen 
De Walt, Dept. AL-811, Lancaster, Pa., Division of AMERICAN MACHINE & FOUNDRY COMPANY 


©) Send full information on how the De Walt Franchise can boost my profits! 


Another Product Name 
De Warr Compeny— 
POWER TOOLS Address. 
City. 


Cn ce es ee 
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100% 
Marine Grade 


Manila Rope 


Packaged for the 
Hardware Dealer 


. oe CH ROPE RACK 
it i tag | 


A small space, big turnover display 
with 6 popular sizes. Puts any dealer 
in business with a minimum 
inventory. 


KING COTTON COIL ROPE 


In colorful, self-dis- 
pensing Sellcord® 
cartons for easy 
handling and clean 
storage. Pre-meas- 
ured every 10 feet. 


Connected reels in ready to use 
counter display box. “Big Sell" in 
small space...only 8” x 18”. 


KING COTTON HANDI-HANKS 


Two color display 
carton. 35’ hanks 
pre-measured, 
pre-marked. 

The King Cotton 
Line—MANILA * 
SISAL * NYLON * 
DACRON * 
POLYETHYLENE * 
COTTON 


Kine fon’ 
x CORDAGE 
John H. Graham & Co. Inc. 


105 Duane Street, New York 8, New York 
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See Yourself Get Pat on Back During 
National TV Show, November 26 


An estimated 20 million television 
viewers on November 26 will see the 
Armstrong Cork Co. pay tribute to the 
lumber dealer as a building and re- 
modeling specialist whose showroom is 
“the best place in town to get materials 
and expert advice on any building proj- 
ect.” 

The salute will be on the opening 
commercial of the Armstrong Circle 
Theatre telecast, 10 P.M. EST over the 
CBS network. 

Specific services offered by today’s 
lumber dealer, including planning as- 
sistance, advice on materials selection, 
installation instruction, etc., will be fea- 
tured. 

The objective is to draw attention to 
the dealer’s increasingly important role 
as a “storehouse of valuable experience 
in the building and remodeling field.” 





TYPICAL DEALER SHOWROOM such as 
that above will be shown on Armstrong 
Circle Theatre telecast, featuring wide 
variety of materials sold today by lumber 
retailers. 


Watch Those “Wholesale Price” 
Ads, FTC Warns Retailers 


“Wholesale” prices must not be ad- 
vertised unless they are actually the 
same prices the retailer regularly pays 
and are less than the customary re- 
tail price in the dealer’s area. 

Also, when you make a _ savings 
claim in a retail ad, do not imply a 
reduced price unless the price applies 
to a specific article—not just com- 
parable merchandise—and is a saving 
from the usual retail price. 

Those are among the “rules” set 
down by the Federal Trade Commis- 
sion to curb what it called “trickery 
price advertising.” 


Sample Kit to Help 


A vigorous sales campaign with a 
unique shingle sample program backed 
by a new color compatibility system is 
underway by the Philip Carey Mfg. Co., 
Cincinnati, Ohio. 

Focal point of the shingle sample 
program is a salesman’s kit, which re- 
places former awkward and heavy shin- 
gle boards with life-like and life-size 
lithographed reproductions. 

The kit enables the shingle salesman 
and the home improvement contractor 
to demonstrate the firm’s entire line of 
Roofmaster, Super Strip and Standard 
Strip roofing shingles without spreading 
hundreds of pounds of actual shingles 
all over the room. 

In addition, the kit contains a new 
Carey Colordinator chart developed by 
color engineer Howard Ketcham to take 
the guesswork out of harmonizing the 
colors of roofs with the body and trim 
colors of the house. 

“Every salesman who uses the kit 
with its Colordinator is, in effect, an 


Articles cannot be advertised as 
reduced in price if the former higher 
price is based on artificial markup, 
says FTC. And such statements as 
“half-price” and “50% off” must be 
factually true. Also, FTC insists that 
“special sales” prices must not be ad- 
vertised unless there is an actual price 
cut from the customary retail price 
of the seller, or a saving from the 
regular price in his trade area. 

The Better Business Bureau of your 
area should have available a pricing 
guide from FTC. 


You Sell Shingles 


COLOR EXPERT Howard Ketcham, left, 
and Robert F. Quinn, director, advertis- 
ing and sales promotion, discuss Carey's 
new shingle sample kit and color coordi- 
nation chart. 





exterior decorator and can perform a 
real service for his customers,” says 
Ketcham. 
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* top-quality 
* low-cost 
* easy to apply 


(PATENT APPLIED FOR) 


Bray ac Wa m4 ‘y 
is tS TA Pp ae 


EASY TO INSTALL — Self-aligning .. . formed 
lips of drawer tracks fit along underside of drawer 
.. eliminate measuring and leveling. Curved lip 
of the drawer track gives added reinforcement to 
drawer rails. Cabinet tracks mount on bottom rail 
flush with drawer opening. Each slide fastens with 
only four screws. Slotted screw holes in cabinet 
tracks permit easy adjustment. Only % inch clear- 
ance required on each side for installation. Height 
of opening is just 4 inch more than the height of 
drawer. Drawer tracks provide automatic center- 
ing action for free rolling and greater variations in 
application. 
EASY TO USE— Graphite-treated nylon rollers 
provide quiet action, easy operation, and are self- 
lubricating. Heavy-gage steel tracks are heavily 
zinc-plated with golden finish for high rust resist- 
ance. Drawer automatically stops with back of 
drawer 3 to 5 inches from opening, depending on 
length of slide. 
EASY to INSERT and REMOVE DRAWER 
— Drawer tracks project 1% inches behind back of 
drawer . . . require less clearance and make it easier 
to insert or remove drawer from cabinet. This 
permits drawer to be inserted and removed by 
tipping to just a slight degree . . . minimizes amount 
of clearance between top of drawer and drawer 
opening. Drawer removed easily for cleaning. 


Ask your Amerock wholesaler 


nerock CORPORATION 


Dept. ALS11 * Rockford, Illinois 


SEE IT AT NATIONAL RETAIL LUMBER DEALERS EXHIBITION.. 
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LENGTH FROM 16%” to 24” — Standard 
lengths are 18, 20, 22, and 24 inches. Slotted holes 
at 4%-inch intervals make it easy to cut hardware 
to desired length, providing range of sizes from 
16% to 24 inches. (See chart below.) 


Can Be Cut to These Lengths 

Length Length 

Catalog | of Cabinet of Drawer *Length i *Drawer 
Number Tracks Tracks of Drawer Length 
15%" 
C-4018-35 18” 17%" 16%" is , 15%” 
. 14%" 
17%" 
C-4020-35 * 19%" 18%" % 5 17%" 
Z 16%" 

19%" 
C-4022-35 21%" 20%" . 19%" 
18%" 
21%’ 
22%" ¥ 21%" 
20%" 














C-4024-35 24" 23%" 























*Drawer length from inside front lip to back edge of drawer. 


PRICES and SHIPPING WEIGHTS 


Retail Value | No. Per Carton No. Per Case Shipping wt. 
$2.20 Pair 1 Pair 10 Pair 12% Ib 
$2.30 Pair 1 Pair 10 Pair 15% Ib 
$2.40 Pair 1 Pair 10 Pair 20% Ib 
$2.50 Pair 1 Pair 10 Pair 23 Ib 


Catalog No. 
C-4018-35 
C-4020-35 
C-4022-35 
C-4024-35 
BULK PACK 

“CM” —100 to 500 pairs—deduct 20c per pair retail value 



































“1p’’—500 pairs or more—deduct 40c per pair retail value 


No. E-4011-35 ADAPTER FOR END MOUNTING 
Retail Value ca conte ale $.30 Per Pair 
Where cabinet construction requires mounting 
cabinet tracks to back of cabinet, C-4011-35 
Drawer Slide Adapter can be used. One pair in 
envelope complete with screws; 10 pair in ship- 

| — case weigh 24 lb. Golden Zinc-plated, 

nish, 





Booth 330 
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MASONITE 
Makes the 





MASONITE” SHADOWVENT’ 
on innovation in lap siding. 


New products 
increase your sales of all 


MASONITE PANELS 


It’s like a chain reaction. 

Take, for instance, a builder who has used Masonite® Shadowvent*® Siding— 
or some of the other exterior panels Masonite has recently introduced. He knows 
he can save money in application. He knows his houses will look more distinctive, 
will sell better. 

Then when Masonite introduces a new panel, such as Royalcote® Misty Walnut 
—the grooved and wood-grain-surfaced interior panel—the builder is interested 
and he relies on you to substantiate what he reads in national magazines. 


Architects, home owners, commercial interests, farmers and all the others who 
buy Masonite panels from you turn to you for assistance when they hear or read 
about a new Masonite product. 

The man who buys Misty Walnut will think first of Masonite panel products 
for other jobs that come up around his home or place of business. 

As the Masonite line grows, so grow your profits. Let your Masonite Repre- 
sentative tell you all about the latest additions to Masonite’s famous line of 
hardboard...let him show you the way to profit locally by Masonite national 
promotion. Masonite Corporation, Dept. AL-11-10, Box 777, Chicago 90, IIl. 
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a 


for a continuous vertical pattern handsome from a distance or close up, RIDGELINE® 
comb-textured surface, effective with battens, 






















The “Tristan,” one of seven “Showcase” models now being built all over the country 








MASONITE helps you make the news with the "Showcase of Famous Brands” designed 
to bring you « more contractor business « more remodeling business « more 






sales of all your building lines 





DOGNessee seat 


the newest in tts iiss M 
Masonite’s family of business- Pesss+-+-- Panel odu: 
building panel products 


at Booth 412 
International Amphitheater 
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|\CHICAGO 














@Masonite Corporotion—monufocturer of quality panel products. 
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Here’s a man’s 
hack saw blade 


ey 


e rugged 
e dependable 


e smooth 
cutting 


e stays sharp 


cee ie 
INOYS 


Uiffiahy 


3 00) © xe) | 
QYVOGNVILS 


Plus! 


Each Blade 


Clear y marked deli 
olelism ip 4-melslemailel| 
' 


le + 
will cut 


Each Blade 


ela 4-10 ielmiceliim-tale, 


Each Blade 


cellati-te Ma lole] ¢Melelele 
rust resistant 


SNOILO3S WNIGSW 
GNV 3Jdid $1108 SIND 


Give the man a blade 
made to do a man's work 


Ask your jobber for Griffin 
Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 
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Sell Home Improvements for Christmas, 
But Handyman Tools Get Biggest Play 


Dealers will be promoting every- 
thing from swimming pools to Christ- 
mas trees when the big seasonal mer- 
chandising push gets underway about 
Turkey Time. A good number of 
dealers will be promoting home im- 
provements as a family gift. 

“We took on the Esther Williams 
line of swimming pools just before 
Christmas last year,” said Bob Ever- 
itt, Everitt Lumber Co., Ft. Collins, 
Colo., “and we sold two for gifts. 
These were our largest items dollar- 
wise. We will continue to promote 
power tools and patterns for plywood 
cutouts of Christmas scenes.” 

Christmas trees as a traffic builder 
are being sold by more and more 
dealers. Some dealers give them away 
to their contractor and preferred 
customers. 

“Last year, we started selling top- 
grade Christmas trees and got about 
5% of the local market,” declared 
Howland Boyer, president, Boyer 
Lumber Co., Omaha. “However, low- 
priced power tools are our most 
profitable item.” 

Harry Smith, Mohawk Lumber Co., 
Detroit, said his firm moved 20,000 
Christmas trees last year at 97¢ each 
on a week-end promotion event. He 
regards the trees as a customer serv- 
ice and leader item. 

Several dealers expect to get off to 
a fast sales start with brand-new de- 
partments. Don Thom, co-owner, 
Bruce Bauer Lumber Co., San Carlos, 
Calif., said his firm is installing a 
complete hand and power tool de- 
partment. Last year he moved over 
400 sets of Douglas Fir Plywood cut- 
out patterns. Swan & Bahnsen, Mo- 
line, Ill., have completed a new house- 
wares department and are adding 
electrical appliances for the first time. 
They plan a heavy seasonal advertis- 
ing schedule. 

“Power tools are not only our most 
profitable item, but the fastest 
mover,” said Norman Spear, Spear 
Lumber Co., Cheyenne, Wyo. “We 
sell three to four dozen drills and 
at least six or seven sanders besides 
aluminum doors, grilles and ping-pong 
tables, all much in demand at this 
season.” 

The theme, “Remodel Your Home 
Now and Have It Ready for Christ- 
mas,” is being used by Lampland 
Lumber Co., St. Paul. Early this 
month Lampland also started an ad- 
vertising theme, “Give a Room for 
Christmas.” 

Among the many other dealers 
promoting home improvements will 
be Builder’s Lumber Co., Moline, III. 
and Tri-State Lumber Co., Salt Lake 
City. Manager J. Mac Johnson of the 
Tri-State store, in addition to selling 
home improvements, will promote a 
small garbage disposal unit on a lay- 
away plan. 





UNIQUE CHRISTMAS GIFT—An unusual 
yet practical gift for special customers, 
friends and school and youth groups is 
the Teco Wood Study Kit developed by 
the Timber Engineering Co., Dept. AL, 
Washington 6, D. C., and available at 
$10 each. The kit contains 54 samples of 
domestic hardwoods and softwoods; a 
10-power hand lens for microscopic ex- 
amination of the various species; a razor- 
sharp carving knife; an 84-page manual 
containing how-to information and a 
study guide with 18 experiments for in- 
dividual or group use. 


Produces Hardwood Paneling 


The Advance (Ind.) Lumber Co. an- 
nounces it is now manufacturing hard- 
wood paneling. “We have all new ma- 
chinery and we can furnish any type of 
wood for exterior or interior V-grooved 
solid paneling,” reports Advance. “At 
the present time we have the following 
species: walnut, white oak, red oak, 
maple, cherry and sycamore. We also 
will make every effort to fill any spe- 
cial order for any other kind of 
species.” 


Distributors Announced 

¢ Azrock Products Div., Uvalde Rock 
Asphalt Co., San Antonio, Tex., an- 
nounces the appointment of Allied 
Michigan, Inc., as distributor for its 
complete line of Azrock floor products 
in the Detroit area. 

* Larson Distributing Co., 400 Quivas 
St., Denver, has been appointed the 
Colorado distributor for Formica Corp., 
subsidiary of American Cyanamid Co., 
Cincinnati. Larson will handle distribu- 
tion of all Formica decorative surfacing 
materials and adhesives. 

* Wood-Mosaic Corp., Louisville, Ky., 
announces the appointment of Samp- 
son Co., 2244 S. Western Ave., Chica- 
go, as distributor for its complete line 
of Wood-Mosaic flooring in the Chica- 
go area. 
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AMERICAN 
RANGER HOW YOU CAN ROPE MORE 


@. BARRE! ‘VIRE BARBED WIRE PROFITS! 


by Slim Jim, the Ranger Man 


WITH RANGER BARBED WIRE YOU CAN OFFER: 


LOW PRICE. Ranger Barbed Wire is ideal for today’s cost-con- 
scious farmers. It costs less than conventional barbed wire. 


QUALITY. Although farmers are cost-conscious, they still demand 
quality. Properly galvanized, 1314-gauge Ranger Barbed Wire is 
as strong as regular 1214-gauge barbed wire. 


CONVENIENCE. Ranger Barbed Wire is easy to string and stays 
taut. It comes in both 2- and 4-point barbs, 14-gauge. 2-point barbs 
are spaced 4” apart; 4-point barbs 5”. 


Ranger Barbed Wire offers you a bigger sales 
potential because ... Ranger Barbed Wire offers 


the farmer a better buy. 


Sell other American Brand Products for bigger sales 


1. American Baler Wire. It’s made right, to fit right, to 
work better. This means fewer breakdowns, fewer broken bales, 
and less work. 

2. American Steel Fence Posts. You can offer three durable 
styles. Farmers know that American Posts give them long serv- 
ice and save fence building time. 

3. American Nails. There’s a type for every job. You can offer 
a complete variety of head styles, point styles, coatings and 
finishes, plus packaging to meet your customers’ demands. 

4. American Hex-Cel Poultry Netting is always popular. 
It has the famous lock-joint feature. You can offer 1” and 2” 
mesh in widths 12” to 72.” 


USS, Ranger and Hex-Cel are trademarks 





American Steel & Wire is impressing the farmer with 


the advantages of American Fence. Intensive adver- 
tising to the farmer also urges him to look for the 
retailer who displays the American Fence sign. Be sure 
you do; send today for free merchandising materials. 


American Steel & Wire, Cleveland, Ohio. 


FENCE There’s more American Fence 


in use than any other brand! 


There's more ix use than any other brand / 








American Steel & Wire 
Division of United States Steel 


Columbia-Geneva Steel, San Francisco « Tennessee Coal & Iron, Fairfield, Ala. + United States Steel Export Company, Distributors Abroad 
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Store Planning Experts Available for 


Conferences at NRLDA Exposition 


oy 


STORE PLANNING CONFERENCE, one of 
many at last year’s NRLDA exposition. 
Left to right, Walter D. Evans, Evans 
Lumber Co., South Charleston, West Va.; 
Henry J. Munnerlyn, former president of 
NRLDA, Bennettsville, S. C. and James N. 
Lindenberger, American Lumberman’s 
architectural consultant. Watch for the 
story of Munnerlyn's new store in a com- 
ing issue. 


Dealers who are interested in im- 
proving the efficiency of their physi- 
cal layout—store, warehouse or yard 

-are invited to consult with American 
Lumberman experts at the National 
Retail Lumber Dealers Exposition in 
Chicago, November 22-25. 

James N. Lindenberger, Chicago 
architect and architectural consultant 
to American Lumberman and Paul 
Ergang, merchandising consultant, 
will be available throughout the show 
for private conferences. 

They will be available in the morn- 
ing at American Lumberman’s new 
offices, 59 East Monroe Street, across 
from the Palmer House. In the after- 


noon, they will be at American Lum- 
berman’s booth No. 702 at the Inter- 
national Amphitheatre. 

Dealers who wish to arrange defi- 
nite conference periods are invited to 
write or phone this magazine prior 
to the convention. 

Colored slides, photographs, de- 
tailed floor plans and other exhibits 
will be available for examination. 
These will cover stores and ware- 
houses already built and others under 
construction in every part of the 
United States and Canada. 

Dealers who are considering a new 
store or remodeling their present 
building are asked to bring plot plans, 
photographs of existing buildings, de- 
partmental sales figures and _ other 
data with them. 

There will be no charge for con- 
sultation service during the NRLDA 
exposition. 





NRLDA Exposition Set to Roll: 
Record Number of New Products 


Exposition-goers attending the 1958 
NRLDA Show in Chicago, November 
22-25, will find a record number of 
new building materials which will be 
introduced by some 200 exhibitors. 
Headquarters hotel will be the Conrad 
Hilton; all demonstrations and exhib- 
its will be at the International Amphi- 
theatre. 





... add extra profits 


to your business! 


‘ ala Sensenich Counter Tops are built by 
the same skilled hands that make 
Sensenich Airplane Propellers, used on 
private planes throughout the world. 


made of kiln dried north- 
ern hard maple 
electronically glued 
with moisture resistant 
urea resin 

available with or with- 
out backsplash 

stocked in standard sizes: 
14” thick, 12” to 96” 
long, 25’ wide 


That’s why you’ll take justifiable pride 
in installing and selling Sensenich lam- 
inated wood Counter Tops . 
Sensenich Chopping Blocks and Pastry 
Boards— made to the same high quality 
standards. Available from stock. 


Write today for complete information and 
price lists. 
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Masonite Corp. will show a new version 
of its Panelok system for modernizing old 
walls, consisting of 2’ x 8’ hardboard panels 
held vertically against steel splines. The 
system admits Adjust-a-bilt fittings into the 
splines to hold built-in desks, cabinets, etc 

Reiss Associates will introduce Beauty- 
Board, a vinyl-coated hardboard for walls, 
room dividers and partitions 

Millers Falls Co. will exhibit and demon- 
strate a new electric saw and driver drill 
and a new 14” Power Drill, which can be 
used to drive nearly all attachments of its 
No. 888 Power Workshop. 

Sun Valley Industries will introduce new 
aluminum sliding glass doors which permit 
use of single glazing by means of inter- 
changeable panels in the same door frame 

Cupples Products Corp. will demonstrate 
a single-hung aluminum window with re- 
movable sash for easy cleaning. 

Silcrest Co. will unveil a new Crestline re- 
movable double-hung window unit with side 
balance rather than overhead balance. 

Warp Bros. will introduce a new Flex-O- 
Pane among other weatherproofing window 
materials and storm covers 

Russell & Erwin will focus its exhibit on 
a six-foot high rolling display containing 
more than 50 Russwin hardware samples 
and four shelves built into the back to pro- 
vide room for stock. 

John Sterling Corp. will demonstrate a 
new line of low-priced Thriftee Frame 
Pocket Door Hardware and new economi- 
cal flush pulls 

McKinney Mfg. Co. will direct attention 
to its new economy mailboxes and bifold 
door hardware 

Elite Fabricators will introduce do-it-your- 
self Homecraft aluminum railings and col- 
umns and new welded and galvanized Life- 
time railing and columns. 

Celotex Corp. will present its new non- 
perforated, sculpture-finish Beige Brocade 
ceiling tile and Handi-Pak mineral wool in- 
sulation designed to make the sale of in- 
sulation an over-the-counter transaction 

Insulite Div. will exhibit pattern decora- 
tive tile for the first time this year. 

Upson Co. will display its new soffit pan- 
els, prime coated and precut in eight stand- 
ard widths of sturdy 3g” six-ply laminated 
fiberboard, with vent holes and screen in- 
serts. 

Leslie Welding Co. will exhibit a new se- 
ries of adjustable louvers with base lengths 
from 4’ to 919’ and adjustable from 3/12 to 
10/12 pitch. 

Yale & Towne will exhibit a brand-new 
tractor-shovel. 












































‘ore You Bellver Them 


Help your customers select the windows that will look right and 
work right, for the life of the home. 

R-O-W Removable wood windows are now available in dis- 
tinctive new styles. Balanced with the exclusive LIF-T-LOX 
mechanism, they operate with finger-pressure ease. 

No other window can match R-O-W window styling, quality, 
extra features and value. Take a good look at your windows— 
your customers will, and you depend upon satisfied customers. 








Removable R-O-W windows Spring pressure action 
_ are easier to clean and paint. _ pensates for meg or 
fe cama Compare. thet : pentane cous WINDOW BALANCE 
. Compare in- perature chan ico 


R-O-W SALES COMPANY - 1356 ACADEMY + FERNDALE 20, MICHIGAN 
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Construction Contracts Climb 26% 


Contracts for future construction in 
September totaled $3,215,919,000, an 
increase of 26% above the like month 
of 1957, reports F. W. Dodge Corp. 

It was the greatest increase over the 
corresponding month of 1957 that has 
been reported so far this year, says 
Dodge. It also was the third month in 
a row with an increase of more than 
20% over last year and the fifth con- 
secutive month in which the dollar 
volume of contracts amounted to more 
than $3 billion. 


Residential building contracts in 
September totaled $1,460,279,00, up 
27% from the similar month of a year 
ago. September contracts covered 1 14,- 
642 dwelling units, an increase of 33% 
over the corresponding month last 
year, the largest percentage gain in this 
category this year. 

Cumulative total contracts for the 
first nine months of 1958 amounted to 
$26,985,813,000, up 7% over the like 
1957 period, states Dodge. 





“Silent” Sales Messages Outsell Clerks 


Seventy-seven percent of America’s 
customers prefer to do their own buying 
without the aid of clerks, a national sur- 
vey conducted by the Better Packaging 
Council shows. 

Slightly more than three out of four 
customers choose _ select-it-yourself, 
tagged merchandise as against buying 
untagged goods serviced by a sales 
force. 

The customers’ preference for the 
self-selection method also resulted in an 
average savings of 42% sales time in 
the stores’ four departments under sur- 
vey. 

Immediate benefits to the retailer, 
the survey found, included lower over- 
head and larger profits. Retailers were 


also able to handle more customers in 
the self-selection section unattended by 
a sales force than was possible in the 
areas serviced by clerks. 

Buy more in less time. In women’s 
clothing, a 9 to 1 ratio of customers 
favored the self-selection method, with 
45% average sales time saved; 3 out of 
4 customers preferred to buy tagged ra- 
dio, TV and Hi-Fi sets; and in major 
electrical appliances, 5 customers bought 
tagged items as against 3 who pur- 
chased with clerk aid. 

The survey also showed that the con- 
sumer will buy considerably more when 
offered merchandise for self-selection 
than under clerk-serviced arrangements. 
Too, the shopper places a great deal 





A 
Special 


TO OVERHEAD DOOR MARKETERS! 


The Ambassa-dor Co. — Specialists in the manufacture 
of top quality hardware and track for overhead doors — 
offers a complete line of deluxe hardware and acces- 


sories at attractively low prices. 


Galvanized "‘SLANT-RITE" track construction provides 


32 


a tight seal when door is closed yet eliminates ‘'rub- 
bing’ in operation. Requires only 9'' Headroom. 

Rollers are heavy gauge, double tire, steel ball bear- 
ing, grease pre-packed and lifetime lubricated. Guaran- 
teed for five years. 

Oil tempered helically wound steel extension springs 
calibrated to your door weight requirements. 

Sheaves: galvanized with greased packed ball-bearings 
for longer life. 

Cable: aircraft, galvanized (10 to 1 safety factor). 

Hinc2s: Sturdy 8'', 12 gauge hollow pin rivet hinges, 
galvanized ond graduated for easy operation. 

Corner bracket: heavy steel crow-foot type, designed 
to tie in bottom rail and end stiles and strengthen 
against joint separation — remove strain from bolts. 

Hardware packed in individual plain cartons to re- 
ceive your label or identification. Your own instruction 
sheet can be included in cartons or a ‘neutral’ sheet if 
desired. 

Special applications available for low headroom, tor- 
sion spring, commercial, industrial or service station in- 
stallations. Write for information regarding electric or 
radio controlled operators and other accessories. 

For complete information and prices, indicate quanti- 
ties you can use . . . include with your inquiry an order 
to ship you a sample set. . . full refund if returned. 


AMBASSA-DOR CO. 


MANUFACTURERS OF OVERHEAD DOOR HARDWARE 
— FOR OVER 17 YEARS 


P. 0. Box 598, Malvern, Penna., Telephone: Malvern 4659 
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more reliance in the sales message dis- 
played by a tag than in the verbal ef- 
forts of a clerk. 

A copy of the complete survey may 
be obtained free of charge by writing to 
the Better Packaging Advisory Council, 
Dept. AL, 12 E. 41st St., New York 
17, N. Y. 


Home Building Courses 
in December, January 

The fifth advanced school for home 
builders sponsored by the Small 
Homes Council of the University of 
Illinois will be held December 1-10 
at Urbana, Ill. 

The National Association of Home 
Builders cooperates in this course, 
which includes land planning, market 
analysis, management, home design, 
construction of component parts, and 
merchandising. 

Also announced by Rudard A. 
Jones, Small Homes Council director, 
is the fourteenth annual short course 
in residential construction at Urbana, 
January 14 and 15. Results of new 
research and developments in home 
building are reported in this course. 

Fee for the 10-day school is $135. 
The two-day course is $15. Write 
Short Course Supervisor, Room 11 6c, 
Illini Hall, Champaign, III. 


Builders, Architects to 
Learn About Red Cedar 

Promotion of Western Cedar dur- 
ing 1959 will include clinics for archi- 
tects and builders on specifying and 
applying beveled cedar siding. 

M. J. Butler of E. C. Miller Cedar 
Lumber Co., Aberdeen, Wash., re- 
vealed the clinic plans at a recent 
Western Cedar association meeting. 
Butler is chairman of the group’s 
trade promotion committee. 





OPEN HOUSE ATTRACTS 700 VISITORS 
—tThe third annual open house staged 
by Four States Supply Co., Carthage and 
Joplin, Mo., was attended by 700 guests 
representing 125 lumberyards and 51 
manufacturing firms. Among the 40 
booths exhibiting manufacturer's prod- 
ucts was one by Black & Decker, Towson, 
Md., manned by B&D representatives (I. 
to r.) Duane Kraeger, Newt Mabus and 
K. M. Schmelig. Free food, refreshments 
and 200 attendance prizes with a retail 
value of $800 were given away during 
the two-day event, which was held in 
Carthage. Co-hosts were Four States’ 
managers Ralph McKee, Carthage, and 
Eldon Maphies, Joplin. 
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Corners stay tight 
Boards stay flat 
Nailing stays put 
Paint lasts longer 


Redwood exhibits these potential 
values only after skilled processing from 
forest to homesite. Through 90 years, The 
Pacific Lumber Company has emerged as 
the oldest major redwood producer because 
PALCO Siding has earned the reputation 
for delivering these values with unsurpassed 
uniformity — at no extra premium in cost. 
For PALCO has constantly pioneered effi- 
cient flow-line methods, scientific seasoning 
and kiln drying, improved equipment, and 
personnel policies which keep skilled and 
responsible experts on the job from appren- 
ticeship to retirement. These are the ingre- 

dients which make up the “hidden values” Recently resold, this 30-year-old Berkeley, California home demon- 

‘ : strates the permanence of good design and the ‘hidden values'’ you 

you expect in redwood — and you get in can expect in Palco Redwood Siding. Note tight mitered corners, flat 


PALCO Redwood Siding. surfaces, and evidence of perfect paint retention. 
807 


Susy te bar Cue, DPA He CS OD. 


THE PACIFIC LUMBER COMPANY 


Since 1869 * Mills at Scotia, California 


100 BUSH ST., SAN FRANCISCO 4 © 35 E. WACKER DRIVE, CHICAGO 1 © 2185 HUNTINGTON DRIVE, SAN MARINO 9, CALIF. 
OF: Gayest FO rwia REDWOOD ASSOCIATION ec) 


MEMBER 
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Appalachian Hardwoods are recognized 
everywhere for their fine natural qual- 
ities—soft texture, easy workability and 
attractive graining. Let the foremost 
concerns in this column supply you with 
dependable quality, well-manufactured 
Appalachian Hardwood products. Con- 


sult them on your next requirements, 


> 





*Hamer Lumber Sales, Inc., Kenova, W. Va. 
Exclusive Sales Agents for 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 





*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill 
Products. Glued Dimension. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Ocak, Walnut, Poplar, Basswood, 

Beech, Cherry, Mahogany and Lavan Lumber. Do- 

mestic and imported Veneers. Hardwood Flooring— 

Ock and Maple Strips and Laminated Block and 
Special Pattern Flooring. 





* Member Appalachian Hardwoods 


Manufacturers, Inc. 


always specify 
APPALACHIAN HARDWOODS 
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ommeemaeee LUMBER MARKETS 


SAN FRANCISCO. Northern Cali- 
fornia retailers preparing for a seasonal 
business slump due to tax inventory 
problems are expressing optimism based 
on price drops at the production level. 
Although mills have strongly resisted 
offers at lower prices and orders for 
prompt shipment have been difficult to 
place, the trend remains on the down- 
ward path for specified length dimen- 
sions, utility and economy grades and 
kiln-dried dimension. 

The plywood sheathing market is 
trembling slightly, although prices are 
remaining firm for sanded fir plywood. 

KANSAS CITY. Retail lumber busi- 
ness slowed down early in October as 
a result of widespread rains and for- 
ward buying has tapered off consider- 
ably. Even with the reduced volume of 
ordering by retailers, the mills are not 
talking about lower prices because the 
rate of production has been curbed by 
the weather. 

The price increases of the summer are 
being maintained. Retailers are paying 
$81 for No 2, 1 x 8 air-dried boards 
and $2 to $3 more for kiln-dried stock. 
On 6” supplies, the market is about $1 
less than the 8.” In the dimension cate- 
gory, retailers are paying $85 to $90 
for 2 x 4s, depending on the lengths 


ox 


Demand for Plywall Grows 


Fiddes-Moore & Co., a building ma- 
terials warehouse supply chain and sub. 
of Evans Products Co., Plymouth, 
Mich., is increasing the size of its Ply- 
wall plant at Corona, Calif., and is add- 
ing more production equipment at its 
Plywall plant in Fort Wayne, Ind. 

The expansion of Plywall production 
facilities comes as a result of increased 
demand for the new prefinished special- 
ty panel, which is made by transferring 
various woodgrain patterns to plywood. 
“The expansion will enable us to dou- 
ble current output of the decorative 
interior building panel,” says president 
E. S. Evans, Jr. 


and a like price for 2 x 6s. Retailers 
are having difficulty in obtaining 
enough | x 4s. 

TACOMA. Despite the currently 
strong activity in construction generally 
as reflected in mounting order files, 
there is skepticism among lumbermen as 
to how long this situation will prevail. 
This was reflected in an announcement 
by the Georgia-Pacific Corp. of a 15% 
to 20% cut-back in production. The 
firm said it was taking the step in anti- 
cipation of a seasonal construction drop. 
Other firms are expected to take sim- 
ilar action to avoid being caught with 
large inventories. There is a general 
feeling that prices will drop. 

Currently, bellwether grades of green 
fir 2 x 4s are selling at $61 to $63 per 
thousand in carload lots. Plywood is 
being quoted at $80 per thousand 
square feet for the 44” AD grade in- 
terior and $110 per thousand square 
feet for %” CD grade sheathing. 

SEATTLE. The bottom has been 
reached in the current trend downward, 
according to many traders. Green fir 
dimension has softened the past fort- 
night and standard items are considered 
a good buy. The base price of plywood 
is still pegged at $80, but sheathing has 
softened. No. 1 shingles are in: strong 
demand and No. 2s are weak. 


Develops Warranty Program 


Profit-stealing service calls by home- 
owners to builders are being eliminated 
on its garage doors by a new warranty 
service announced by Crawford Door 
Co., Detroit. The builder is advised that 
the warranty certificate, when tacked 
up in the garage area, advises the home 
buyer to contact the local Crawford 
distributor direct should any service be 
required under terms of the one-year 
warranty. No need to contact the build- 
er. 

A postage paid (by Crawford) return 
card is provided to increase the war- 
ranty’s importance when it is used by 
the builder to sell the home buyer. 


ae” 


WORKSHOP AT GRAND CENTRAL—Travelers passing through Grand Cental Station, 
New York City, can see do-it-yourself built-in ideas and home workshop tools on dis- 
play. Sponsored by AMF DeWalt Power Tools and United States Plywood Corp., 
the exhibit is open 8:30 a.m. to 6:30 p.m., weekdays, until December 31. 
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NEW 
riele 
BOO KET 


tells how 
Hertz Truck Leasing 
frees your capital 


investment in trucks! 


Just put your name and address on the 

back of the postage-free card below. Tear 

it out. Mail it to us today. And you’ll get 

your free copy of this new Hertz Truck 

Lease booklet—right away. It’s all 

questions and answers—one right after 

another. Clear-cut answers on how to free 

your frozen capital. On how to stop / 
trucking headaches of all kinds, whether 

you operate one truck or one hundred. 

Why not send for this new Hertz booklet? A 
It doesn’t cost you a penny. There’s no 


obligation. Do it now! TEAR OUT AND MAIL CARD TODAY FOR FREE BOOKLET! 





No 
Palas thene Postage 
Necessary Will be Paid 
if Mailed in the by 
United States Addressee 








BUSINESS REPLY CARD 


First Class Permit No. 35325., Chicago, III 














Hertz Truck Lease Service 
218 South Wabash Avenue 
Chicago 4, Illinois 














Hertz leases modern 

GMC and other rugged trucks 
kept in top condition 

to keep them on the move! 


Read how to keep your deliveries 
on time... at all times. Send for FREE 
Hertz Truck Lease booklet! 


© Learn how to eliminate downtime © Learn how to get extra trucks— § © Learn how to free executive time 
and idle-truck waste fast—for peak periods for more productive work 


* Learn how to stop servicing and © Learn how to end truck bookkeep- © Learn how to release your capital 
maintenance headaches ing red tape investment in trucks 


MAIL THIS POSTAGE-FREE CARD TODAY! 


That’s all you do to get your free copy of the new Hertz booklet. The one 
booklet on truck leasing that tells you just what’s what, that gives you 
sound answers to your every trucking problem! 


Hertz Truck Lease Service, Dept. AL-11 
218 S. Wabash Ave., Chicago 4, Ill. 


Gentlemen: 


Please send me a free copy of your new question-and-answer booklet on the 
many advantages of Hertz Truck Lease Service. | understand there is no obligation. 


We presently own and/or operate_ trucks. 
Name 


Position 
Truck lease service 





Most experienced...by far 








Firm 





Address 





City 
































News Makers 


¢ The Snark of the Universe of the 
Concatenated Order of Hoo-Hoo for 
1958-59 is Robert E. Gallagher, Thun- 
derbird Lumber Co., Albuquerque, 
N. M. 


* Ceco Steel Products, Chicago, an- 
nounces the appointment of A. H. 
Blyth as manager of its metal lath 
department. 


* Clare M. Bidwell, territory repre- 
sentative in Wisconsin and the 
Michigan Peninsula for Macklan- 
hurg-Duncan Co., Oklahoma City, 
Okla., was the national winner of a 
sales incentive vacation contest spon- 
sored by his firm among 55 M-D 
representatives. His award was a trip 
to Honolulu. 


* Frank P. Lucier has been appointed 
sales manager, Stanley Electric Tools, 
div. of The Stanley Works, New 
Britain, Conn. . . . H. Henry Martens 
has been named general manager of 
Stanley-Judd, a div. of the Stanley 
Works located in Wallingford, Conn. 


¢ Leonard L. Hank has been pro- 
moted to vice-president of operations, 
National Gypsum Co., Buffalo, N. Y. 


¢ A. W. “Whit” 
Crowe has been 
named manager, 
hardwood _ floor- 
ing sales div., 
E. L. Bruce Co., 
with headquarters 
in Memphis, 
Tenn. Only 36, 
Crowe has for the 
past seven years 
been the firm’s 
district sales manager in Iowa, with 
headquarters in Des Moines. 





Crowe 


¢ Ralph A. Stevens has joined Allied 
Chemical, New York City, as manager 
of market research for its Barrett div., 
which was recently realigned to pro- 
vide improved customer service and 
to develop specialized markets for its 
long-established lines of roofing, 
building and paving materials. 


* The Dealers Supply Co. of Nashville, 
Inc., Nashville, Tenn., has been named 
by Armstrong Cork Co., Lancaster, 
Penna., as a wholesale distributor of the 
Armstrong line of building products in 
the Nashville area. 


* Atlanta Oak Flooring Co. has been 
named distributor of Pionite Lifetime 
Plastic Laminates for North and South 
Carolina and Orlando, Fla. With sales 
branches in Charlotte and Raleigh, 
N. C.; Greenville, S. C., and Orlando, 
Fla., Atlanta Oak Flooring will stock 
a complete line of Pionite woodgrains, 
decorative patterns, marbles and solid 
colors in all standard sizes. 





TO HELP 


vou SELL... 



































Helping a customer choose the right 


color and style of roofing can be a time-consuming task, 
until you have used the exciting new, full color book by 
Certain-teed, the ‘‘Home Harmonizer.” 


Here in a beautifully decorated hard cover edition are 
true-to life pictures of the entire Certain-teed roofing and 
siding line as exclusively styled by Beatrice West, one of 
America’s foremost color authorities. 


Using the ‘‘Home Harmonizer’’ book, your customers can 
match up colors for the roof, siding and trim of their home 
in an almost unlimited combination and actually see how 
the finished house will look. 


This book was designed to make your selling job easier, 


faster, more profitable . 


just that! 


+» and reports prove it will do 


Let this remarkable “Home Harmonizer’’ prove itself ina 
hurry. All we need is your name and address on the cou- 


pon below. 


yow 


Price $2.10 
per copy. 


Available only to 
Architects, Builders, 
Contractors, Dealers and 
Distributors 


act 


potccnrns----- 4 
Color Service Division, Dept. AL 
| 
Bestwall Certain-teed Sales Corp. 
| 120 E. Lancaster Ave. | 
| Ardmore, Pa. | 
| Please rush information about Certain-teed's | 
dramatic new “Home Harmonizer” book. 
oy 5 Ye is 0) check (CJ Money order 
for copies. 
NOME ec ccccccccsocccsccscceccesscesecees ; 
| COAG. 0 666 v ce ncadecdéecesesdcéceucse | 
| DRGs so ahh csieseciedenrcreceneconese ] 
i ss Sali MM a Bas Bk | 
scsi esas eins ene cdbesicecenbad ead eaepabemeniee tated | 


Cortain-teed* 





Products of Certain-teed Products Corporation 


SOLD THROUGH 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa. 
EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y 
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Now is the time 
for 


PROHTOOL 


“Our sales today, based on a com- 
parison of invoices before and after 
installation of our PROFITOOL 
tool center, are twice what they 
used to be and there is no indica- 
tion we have reached our first 
leveling off point yet.” So says Mr. 
James R. Davie, Sales Manager of 
Lincoln Avenue Lumber & Mill 
Co., Pasadena, California. 

Now is the time to install 
PROFITOOL. Mail a post card 
with your name and address to 
PROFITOOL, Stanley Tools, New 
Britain, Conn., and full details go 
to you by return mail. Do it now. 


Circle No. 25 on Coupon, page 114 











Greatest Wrecker’ 
on Earth! 


Perfect for clearing Land, 
felling trees, wrecking houses 
and demolition of all kinds. 


Sherman Model M-36B2 


Does the work of heavy duty equipment nor- 
mally costing $15,000.00 or more. 
F. 0. B. 


Priced $5,000.00 Complete. ‘icien 


Like new—Ready to run—complete with Twin 
GM Diesel Engine Series 71-12 Cyl. Rated 180 
HP at 800 RPM & up to 400 HP at 2,000 RPM. 


AVAILABLE WITH STEEL OR RUBBER TRACK 


SHIPS & POWER, Inc. 


3618 N. W. North River Drive, Miami, Fia. 
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Have You Seen This Man? 
William 
da, alias 
Benson, 
Danda, 
Boros 


Dau- 

Frank 

William 

William 

and Wil- 

liam Dauda, Jr., 

while employed 

as a salesman by 

a building mate- 

rials firm, made 

a home improve- 

ment sale which was financed as a 
FHA Title I loan. 

It was later found that the infor- 
mation appearing on the credit appli- 
cation was false. An indictment was 
returned by the Federal Grand Jury 
at Cleveland on June 25, 1956, charg- 
ing Dauda with violation of Title 18, 
U.S. Code, Section 1010, FHA Trans- 
action Stature. 

William Dauda, born June 29, 1911, 
in Temesvar, Rumania, is white, 5’8” 
tall, weighs 170 pounds and of a me- 
dium build. A naturalized American 
citizen, he has a mole on the right side 
of his face, a scar under his chin, his 
eyes are blue, his hair is brown, gray- 
ing on the sides. Please furnish any 
information which may assist in lo- 
cating this Federal fugitive to the 
FBI, Washington, D. C. or your near- 
est local FBI office. 

Still another fugitive whose appre- 
hension is being sought by the FBI 
in a federal housing fraud is Ray- 
mond Shelly Sheldon, with aliases: 
Ray S. Sheldon, Shelly Sheldon, Ray- 
mond S. Shelton, Shelly Shelton and 
Jack Hale. 

While employed as a home im- 
provement salesman, it is alleged 
that on or about June 1, 1956, he 
caused certain individuals to make 
false statements on credit applica- 
tions for property improvement loans 
under the terms of Title I. 

A six-count indictment was _ re- 
turned by a Federal Grand Jury in 
El Paso, Tex., on Oct. 1, 1956, charg- 
ing Sheldon with violation of the 
FHA Transactions Statute. Born on 
Oct. 6, 1904, in Webster, N. Y. (not 
supported by birth records). Height, 
5’ 11” to 6’ 1”. Weight, 190-200 
pounds. Hair, iron gray; eyes, brown, 
race, white. 


Free Ride to Corn Husking 


The Marion Cashway Lumber Co., 
Marion, Ia., used a National Corn 
Husking Contest to build community 
goodwill for its yard. Along with three 
other Marion firms, Cashway furnished 
free bus service from a parking lot in 
town to the site of the corn picking 
contest. It is estimated that 100,000 
people traveled the three miles by bus. 


Farm Structures Day 

December 4th is the date of the 1958 
farm structures day program sponsored 
by the Illinois Lumber and Materials 
Dealers’ Association, in the Animal 
Science building, University of Illinois, 
Urbana. 


Small-Town Dealer Tells 
Secret of Tool Sales 


With Christmas around the corner, 
you may be setting up plans to sell 
the home handyman. For advice, you 
couldn’t do better than turn to John 
Foster, of A. Q. Adams Co., lumber 
retailer in White Cloud, Mich. 

At a single “sawdust party” demon- 
stration in the White yard, staged on 
a Friday and Saturday, more than 
$2,500 worth of power tools were 
sold. 

The secret, says Foster, is a com- 
bination of showmanship and time 
payments. If you have an easy pay- 
ment plan, selling portable electric 
tools at the lumberyard “is a cinch.” 


Land Development Aids 


A second revised edition of the 
popular “Home Builders Manual for 
Land Development” is available for 
$5 from National Associaton of Home 
Builders, 1625 L. St., N.W., Wash- 
ington 6, D.C 

Contents of the comprehensive 264- 
page book include site considerations; 
development factors; utilities for 
subdivisions; lot planning; streets and 
roads in subdivisions; convenience 
shopping centers; community plan- 
ning; private convenants and conser- 
vation practices in subdivision plan- 
ning. 

Another new aid for dealers in sub- 
division work is Technical Bulletin 
No. 32, “The Effects of Large Lot Size 
on Residential Development”, avail 
able for $3 from the Urban Land 
Institute, 1200 Eighteenth St., N.W., 
Washington 6, D.C. According to the 
authors, the typical 60’x100’ build- 
ing lot is inadequate for the average 
home built today. The U.L.L. is an in- 
dependent research organization 
specializing in urban planning and de- 
velopment. 


BASEBALL STAR ENDORSES TOOLS— 
Mickey Mantle is selling for dealers of 
Weller Electric Co. this Christmas season. 
Its part of a new national tool promotion 
called ‘‘Weller is the Seller.’’ Above, 
Mantle clasps hands on the promotion 
with Weller’s John Gruenberg. 
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FACTS SE€tL LATEX 


PAINTS 


What makes latex paints so durable? 


A. The latex forms a tough film as soon as the water 
evaporates from the applied paint. This film is highly 
resistant to alkali and other chemical attack. Latex paints 
have proved that they give excellent performance in all 
climates. And they clean easily because continuous, smooth 
latex film keeps soils on the surface, preventing them from 
being absorbed. 

As you know, durability is a big factor in selling paints. So 
it pays to explain to customers how tough latex film not only 


makes these paints more durable, but also protects them 
from permanently soiling or staining. And when you add 
easy application, quick dry, and easy cleanup, you'll sell 
latex paints every time! 

Send for your free copies of our new booklet and you'll see 
how fast the facts sell latex 

paints. THE DOW CHEMICAL 

COMPANY, Midland, Michigan, 

Plastics Sales Dept. 2111D-2 


YOU CAN DEPEND ON 


November 10, 
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New Service Gets Your Home Plan Books 


Into All Local Reading Rooms 


When doctors, lawyers, beauticians 
and other people who maintain waiting 
rooms open their mail these days, they 
are likely to find free home plan books 
inscribed with a local lumber dealer’s 
name. 

A large message on the envelope 
will say: ‘“Home-Plan-of-The-Month 
for Your Reading Table.” A letter en- 
closed explains that the free books 
will continue to arrive each month. 

Such a mailing is part of a dealer 
merchandising program from National 
Plan Service, Inc., Chicago, which 
places your plan books where they get 
constant and thorough examination by 
the public. 

As dealer, you pay only for the cost 
of the books based on quantity; Na- 
tional Plan absorbs all list and mailing 
expenses. 

Although the mailing program has 
been in operation less than a year, 
more than 1,000 lumber dealers are 
using it, said M. R. Ringler, vice-presi- 
dent of NPS. 

“Some of the mailings for small- 
town dealers involve as few as 10 
books per month,” he said, “but most 
of the mailings are in the 25 to 80 
per month bracket, such as the 78 


MASS SHIPMENTS of plan books of the 
month from Chicago plant of National 
Plan Service. 


books mailed for the Antioch (IIl.) 
Lumber Co. Many dealers are now 
ordering over 100 books. The Schu- 
macher Lumber Co., Hartville, Ohio, 
for example, currently subscribes to a 
mailing of 278 books.” 

“Dealers have always been aware 
that imprinted plan books in waiting 
rooms do a positive and creative sales 
job,” added Ringler, “but many are 
unable to prepare the lists or distribute 


the books. So it was natural for our 
company to ‘package’ the distribu- 
tion.” 

Sells blueprints. Each plan-book-of- 
the-month contains a postal reply card 
on which readers order blueprints for 
specified homes or indicate a desire 
for more information on building or 
remodeling. 

These cards are coded according to 
the dealer subscriber and National 
Plan relays the information requests to 
the lumberyard. Blueprints are mailed 
and billed from Chicago, but the lum- 
ber dealer receives a commission on 
each blueprint sale. Materials lists for 
the blueprints are sold to the dealer. 

To obtain complete coverage of 
larger population areas, several dealers 
cooperate on a “round-robin” basis, 
with each dealer’s books bearing only 
his own name and individual code 
number on the postal-card insert. 

In this manner, over a period of 
months, each dealer will have had a 
book with his imprint and number 
mailed to every name on the mailing 
list. This system is now used in Rock- 
ford, Ill., and Grand Rapids, Mich. 

Response. Typical dealer reaction 
to the service is that of Earl Williams, 
Seemann Lumber & Coal Co., La- 
Crosse, Wis., who said: 

“We have checked some of the busi- 
nesses where our plan-book-of-the- 
month is being circulated and I find 
that they are well received.” 








This Patented SAFETY CATCH 
feature HELPS TO SELL 


FRANTZ “400” 
GARAGE DOORS 


A new experience in garage door operation awaits you when you open 
a Frantz ‘‘400” for the first time! There is no rebound, no movement 
back and forth. As door reaches full open position it stops. This one 
feature alone has placed the “‘400’’ Series among the biggest selling 
doors in America! 








Get these new Frantz Garage Door Catalogues! 


No. 304 Illustrates and describes the Frantz No. 
400 Series as well as the complete line of 
Extension Spring overhead-type sectional 
and rigid doors. 
Frantz Torsion Spring Doors for residential, 
commercial, and industrial use, including 
the No. 800 Residential Series with exclu- 
sive Safety Catch. 
Garage Door Hardware only. For rigid or 
one-piece doors. 





patented Safety Catch § 
holds the door securely } 
in full open position, and 
assures clear opening 
with minimum headroom. 
See us at Booth 717, NRLDA Show, Chicago, Nov. 22-25 


FRANTZ MFG. CO. * STERLING, ILLINOIS 
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Your big opportunity 


to sell more 


(iss) Cyclone 


Aluminum 


Screening 


Cash in on the modern trend to outdoor living . . . encourage 


your customers to turn their porches, verandas and breezeways 


into ‘‘fair weather living rooms!”’ Sell them on the need for more 


insect screening to protect them from all types of insects and 


make more — and bigger sales of Cyclone Aluminum Screening. 


Three reasons why Cyclone 
Aluminum Screening is easy to sell! 


1. Cyclone Aluminum Screening is 
strong, sturdy, will not rust and will give 
long service for these semi-permanent 
installations. 


2. Cyclone Aluminum Screening will 
not fade or discolor, will not stain floors 
or surrounding wood areas. 


3. Cyclone Aluminum Screening is 
easy for the home “do-it-yourself” man 
to handle. It is woven true, with the im- 
proved multiple wire selvage that makes 
it lie flat and straight when unrolled, as- 
sures a better finished job. 


Cyclone Aluminum Screening is fine for 
doors and windows, too. The same quali- 
ties that make this screening popular 
for porches and breezeways give it the 
strength and sturdiness needed for all 
kinds of window and door screens. 


Cyclone Fence Department 
American Steel & Wire 
Division of 
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In-Season Display Idea... 

Next spring when you set up a display 
of porch furniture and other items, in- 
clude Cyclone Aluminum Screening. Ar- 
range your display to show your custom- 
ers how easy it is to install screening and 
how much better and more useful a 
porch can be when it’s screened. 


Out-Of-Season Display Idea... 

To remind the home handyman to re- 
pair and build screens during the season 
when they are not in use, set up a dis- 
play built around screening, but which 
also includes all the other tools and ma- 
terials needed to make the screens. At- 
tractively arranged and _ well-planned 
displays like this can really help build 
your business during slack seasons. 


REMEMBER: In addition to Aluminum, 
Cyclone Fence also manufactures 
BRONZE, FIBERGLAS AND GALVANIZED 
STEEL screenings. To meet all your cus- 
tomer needs for screening—and build 
your profits—keep your stock filled with 
all of these fine screenings. 

USS and Cyclone are registered trademarks 


United States Steel 


Waukegan, Illinois - Sales Offices Coast to Coast - United States Steel Export Company, Distributors Abroad 
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‘Wie: 


@ Consumer savings are.at 
a peak! 


y 


@ Earnings were never 


: Fl will increase . [ 0 N & E N TRATI 0 N 0 N 


by 37 million in the next 
decade! 


@ 15 million homes must be 
provided by building 


nae 


ARE YOU READY? 


Increased Concentration on Bilt- 
Well Merchandising in ‘59 will 
earn you a share of the rich 
woodwork business which 
amounts to 14 million window 
frames, 12 million doors and 10 
million kitchen cabinets for every 


million homes built! 


? 
% 


Here’s what ICBM in ’59 Means to You... 


Most Powerful Merchandising 
Program in the Industry 


To help BILT-WELL Sales ZOOM in '59 BILT-WELL Offers 10 Big Merchandising Tools: 


1 BILT-WELL Builder-Architect Promotion Meeting Service 6 BILT-WELL Local Cooperative Advertising Program 
2 NEW BILT-WELL Product-Mobile 7 BILT-WELL National Advertising Program 
3 BILT-WELL Builder-Architect Direct Mail Program 8 New Dealer Builder-Architect Bulletin... BILT- WELL HIGHLIGHTS 
4 Improved BILT-WELL Floor Displays 9 Special 1959 BILT-WELL Builder Promotion 
5 BILT-WELL Cabinet Planning Training Program 10 BILT-WELL Brand Identification Program 
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Most Complete Line of Nationally-Advertised 
Woodwork in the Industry 





All-new BILT-WELL Casement Win- 
dow ...All new in design and engineer 
ng. Three widths, double weather-strip, 
cealed hinges, unitized construction, 
natching storm and screen panels 


Exciting BILT-WELL New Orleans 
Door...Exclusive fired ceramic scroll- 
work. Choice of 3 different designs. Avail- 
able in 3’-0” x 6’-8” x 1%". Glass panels are 
12” wide by 48” long. 


improved BILT-WELL Awning Win- 
dow...Available in Awning, Fixed or 
Hopper Units. Expanded line of standard 
sizes to fit every job. Choice of crank, lever 
or bar operators 


Unique BILT-WELL Com-o-dor... 
Popular BILT-WELL Combination Screen 
and Storm Door. Comes with screen wire 
cloth applied to door and removable storm 
panels and a choice of decoratife grilles. 


? 


’ 


Popular BILT-WELL Super 7 Remov- 
able Window .. . Fully removable... Per- 
fectly counter-balanced... Completely 
weathertight. Unitized sill facilitates 
yroupings. Available in all NWMA stand- 
ard sizes. Fits all standard walls 


Versatile BILT-WELL Cabinets... 
Cabinets to fit every storage need in the 
kitchen and throughout the home. Choice 
ot Ponderosa Pine or Birch door and 
drawer fronts. Over 100 different units to 
fit any size or shape room. 


ITS, 

: WINDOW UN 

nag oe Seer eeinert, Basement, 
Ss, Kitchen, Multiple- 
y-Lavatory and 


tops. DOORS, Exterior T @ WELL 
ter tons. AO empinaion. mm ae CARR, ADAMS & COLLIER COMPANY 


Interior, 
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There’s Moore (Garry, that 


More sales-getting promotions...more 

aggressive advertising, including nighttime 
network TV!... more effective decorating helps— 
featuring a great new MAESTRO*® COLOR 
PLANNER-~uwill bring more customers into 
Pittsburgh Paint dealers’ stores. 


ittsburgh Paint dealers have enjoyed a 
banner year in 1958! 


@ Aggressive and timely promotions of high- 
quality products, backed by hard-hitting 
advertising in magazines, newspapers and 
on T'V and radio have brought the greatest 
number of customers into their stores in 
Pittsburgh Paint history. 


@ 1959 will be an even bigger year! There'll be 
more promotions. More powerful advertis- 
ing in magazines, on radio and in newspapers, 
with dealers’ names listed at no charge. 


e And for the first time there’ll be nighttime 
network TV—the new GARRY MOORE SHOW 
—with this great star’s convincing sales- 
manship reaching households in every 
dealer’s community. 


@ Next year Pittsburgh Paint dealers will 
have available for their customers the most 
complete color service in the industry. A new 


MAESTRO COLOR PLANNER, with thousands 
of color harmonies to choose from, has been 
added to the MAESTRO COLOR SELECTOR and 
the popular book, “Modern Decorating 
Ideas.”’ Supplementing these is a complete 
line of color cards, with large-size chips and 
helpful painting suggestions. 


@ Store identification signs, eye-compelling 
window displays, streamers, banners and 
pennants identify dealers’ stores as Pitts- 
burgh Paint headquarters. And a completely 
revised edition of the helpful Maintenance 
& Buying Guide aids dealers to serve their 
customers more efficiently. 


@ This complete sales promotion and adver- 
tising program has been carefully planned to 
help Pittsburgh Paint dealers get a bigger 
share of the 1959 market. Now is the time 
to get on the bandwagon and cut yourself 
a bigger slice of the paint business in your 
community. MAIL COUPON TODAY! 


PITTSBURGH PAINTS 


FOR SEVENTY-FIVE YEARS 


SYMBOL OF SERVICE 


2 


Pit te 8 U 8:G H PiA TS 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


SLAS $S Cam ran Y 
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Now on 157 stat; 
40) 000 000 


IVE. 
pion TV ip 


‘ONS reaching: 


homes 


ED STATIONS 


NGS, 10- 
AND AFFILIAT 


Pittsburgh Plate Glass Company, 
’ Paint Division, Dept. AL 118, Pittsburgh 22, Pa. 
How to Put Garry Moore’s P rg ° 
Gentlemen: I am interested in how I can use your 


Salesmanship to Work For You ! promotions and the salesmanship of Garry Moore to 
| help increase paint sales in my store. 

e If you want to take advantage of timely ane 

product promotions offered by Pittsburgh to 

its dealers during 1959, backed by two-fisted Address 

advertising which includes the convincing TV 

salesmanship of Garry Moore, mail coupon. : nee County State 
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For close-up 
action shots of the new 


Merchanaising 





See the 7 


You and 25,000,000 sales pros- 
pects for Care-free building 
products made of Alcoa® Alumi- 
num will see an Alcoa Theatre 
commercial featuring the mar- 
ket-tested new Alcoa Merchan- 
dising Center. 

You'll see how the Center is 
tailored to meet the particular 
needs of your showroom, how it 
will help your business become 
headquarters for aluminum 
storm doors and windows, prime 
windows, foil-surfaced insula- 
tion, aluminum screens and 
screening, hardware, clapboard 
siding, paint, nails and many 
other products made of Alcoa 
Aluminum. 


Stay tuned to see 
MICKEY ROONEY star in ‘““EDDIE”’ 


. the intriguing story of a man who had to raise 
$1,000 in two hours, or else. 
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Alcoa 
Center 


Monday Night, Nov. 17, NBC-TV 


SEE ALCOA THEATRE ON THESE STATIONS 


LOUISIANA Toledc 
Baton Rouge WBRZ 2 8:30-9 PM d 4 days 
ALABAMA New Orleans WDSU-TV 6 8 :30-9 PM Youngstowr WFMJ-TV . 9 30-10 PM 
Birmingham WAPI-TV 13 - Shreveport KSLA-TV 12 10-10:30 PM Wed. 
Mobile WALA-TV 1 - Mon. OKLAHOMA 

Montgomery WSFA-TV ‘ MAINE Oklahoma City WKY-TV 8:30-9 PM 
ARIZONA Portland WCSH-TV 6 9:30-10 PM Tulsa KVOO-TV 9:30-10 PM 
Phoenix KVAR - MARYLAND Sun 
Tucson KVOA-TV : Baltimore WBAY-TV 11 _—9:30-10 PM OREGON 


shown on the 
following pages 


State Station Channel Local Time WSPD-TV 13 10:30-11 PM 
Fri 


ARKANSAS 

Little Rock KARK-TV 
CALIFORNIA 

Fresno 

Los Angeles 

Sacramento 

San Diego 

San Francisco KRON-TV 
COLORADO 

Denver KOA-TV 
CONNECTICUT 

Hartford-New Britain WNBC-TV 


DISTRICT OF COLUMBIA 
Washington WRC-TV 


FLORIDA 

Jacksonville WFGA-TV 
Miami WCKT 
Tampa WFLA-TV 
GEORGIA 

Atlanta 

Columbus 

Savannah WSAV.-TV 
ILLINOIS 

Chicago WNBQ 
Peoria WEEK-TV 
Rockford wTvo 
INDIANA 

Evansville WFIE-TV 
Fort Wayne WKJG-TV 
Indianapolis WFBM-TV 
Lafayette WFAM-TV 


Wed 
Muncie WLBC-TV 

Fri 
WNDU-TV 


South Bend 

1OWA 

Davenport woc-TVv 

Des Moines WHO-TV 

Sioux City KTIV 

Waterloo- KWWL-TV 
Cedar Rapids 

KANSAS 

Great Bend KCKIT-TV 

Wichita KARD-TV 

KENTUCKY 

Louisville WAVE-TV 


9:30-10 PM 


9:30-10 PM 


43 
39 


14 
33 
6 
59 
delay 9 days 
49 8:30-9 PM 
delay 11 days 
46 8:30-9 P 


13 
4 
7 


8:30-9 PM 
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MASSACHUSETTS 
Boston 

Springfield 
MICHIGAN 

Detroit 

Grand Rapids 
Lansing 


MINNESOTA 
Duluth 

Rochester 

St. Paul-Minneapolis 
MISSISSIPP! 
Jackson 

MISSOURI 

Kansas City 

St. Louis 

Springfield 


NEBRASKA 
Omaha 

NEW MEXicOo 
Albuquerque 


NEW YORK 
Binghampton 
Buftalo 
New York City 
Plattsburgh 
Burlington, Vt 
Rochester 
Schenectady 
Syracuse 
Utica 
Watertown-Carthage 


NORTH CAROLINA 


Charlotte 

Raleigh 
Winston-Salem 
NORTH DAKOTA 
Fargo 


OHIO 
Cincinnati 
Cleveland 
Columbus 
Dayton 


WBZ-TV 
WWLP-TV 


WWJ-TV 
wooD-TV 
WJIM-TV 
Tues 
WDSM.-TV 
KROC-TV 
KSTP-TV 
WLBT 
WDAF-TV 


KSD-TV 
KYTV 


KMIV 


KOB-TV 


WGR-TV 
WRCA-TV 


WPTZ 


WCNY 


wSOC-TV 
WRAL-TV 
WSJS-TV 


WDAY-IV 


WLW-lV 


PRODUCTS MERCHANDISER 


www 


Cwwwwwo 
Wwwwww w 
Seeese $Ss 


Portland KPTV 
PENNSYLVANIA 

Erie WICU-TV 
Johnstown WJAC-TV 
Lancaster WGAL-TV 
Philadelphia WRCV-TV 
Pittsburgh WIIC-TV 
Wilkes-Barre WBRE-TV 
RHODE ISLAND 

Providence WJAR-TV 
SOUTH CAROLINA 
Greenville WFBC-TV 
TENNESSEE 

Chattanooga WRGP-TV 
Knoxville 

Memphis 

Nashville 


TEXAS 
Austin 


Corpus Christi KRIS-TV 


Ei Paso KTSM-TV 
Fort Worth WBAP-TV 
Houston KPRC-TV 
Lubbock KDUB-TV 


San Antonio WOAI-TV 
UTAH 
Salt Lake City KTVT 
VIRGINIA 
Norfolk WVEC-TV 
Richmond 

Petersburg WXEX-TV 
Roanoke WSLS-TV 
WASHINGTON 
Seattle KOMO-TV 
Spokane KHQ-TV 
WEST VIRGINIA 
Huntington WSAZ-TV 
Wheeling WTRF-TV 
WISCONSIN 
Madison wMTV 
Marinette WMBV-TV 
Milwaukee WTMJ-TV 


8:30-9 PM 


delay 2 days 
Tues 

9 7:30-8 PM 

5 8:30-9 PM 

2 8:30-9 PM 

3 9:30-10 PM 


Sat 
4 8:30-9 PM 
4 ) 30-8 PM 
930-10 PM 


9:30-10 PM 
9:30-10 PM 
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NEW ALCOA MERCHANDISING CENTER 


“Just like an 


Extra Salesman 
on the floor!” 


“CUSTOMERS LOOK, LEARN, BUY AT 
ALCOA MERCHANDISING CENTER,” 
SAYS HEAD OF TULSA FIRM 


Sales of aluminum building products are at an all- 
time high at the Hanna Lumber Company in Tulsa, 
Oklahoma. Reason: their new Alcoa Merchandising 
Center, placed near the main entrance and right in 
the line of traffic. 


“We figure at least 20 per cent of all our alumi- 
num sales are directly traceable to the Merchandis- 
ing Center,” says floor superintendent A. C. Har- 
rell, Jr., at right. 


Compact and attractive, the Merchandising Cen- 


“SEEING IS BELIEVING ... AND BELIEVING IS BUYING!” says Mr. Har- 
rell. “People like to see these aluminum products in action, 
see how they really contribute to better living. Then they’re 
ready to put out their money!” 
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ter lures casual shoppers, as well as professional 
builders and do-it-yourselfers. 

“Customer comment has been invariably favor- 
able,” reports Mr. Harrell, “and even the ones who 
don’t buy indicate a new interest in aluminum, a 
new readiness to include it in future building and 
home improvement projects.” 


MAKE THE MOST OF THE TREND TO ALUMINUM! 


Stock and sell building products that are made of 
Care-free Alcoa® Aluminum... dramatically dis- 
played in your own Alcoa Merchandising Center. 
Clip and mail the coupon provided for full informa- 
tion on how to get started. 


“THE ALCOA LABEL LETS THEM KNOW THEY’RE GETTING QUALITY,” 
the floor superintendent asserts. ‘‘That’s why we use all the 
signs and tie-in promotion aids Alcoa furriishes with the Mer- 
chandising Center.” 
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“MAKES BUYERS OUT OF BROWSERS,” Mr. Harrell says. ‘Many 
housewives who stop at the Merchandising Center haven't 
even thought of aluminum products. But when they see them, 
they want them—and what a wife wants, she usually gets!”’ 


WHAT THE MERCHANDISING CENTER 
iS AND HOW IT WORKS FOR YOU 


The Alcoa Merchandising Center is a display space 
designed to consolidate all of the aluminum build- 
ing products you sell. Alcoa gives you the plans, 
tailored to suit your showroom; you build the 
center and make it your headquarters for such 
items as storm doors and windows, prime windows, 
foil-surfaced insulation, aluminum screens and 
screening, hardware, clapboard siding, paint, nails 
and all the other products typical of the big swing 
to aluminum. Here’s the tested way to show and 
sell Care-free building products of Alcoa Aluminum. 


See the Alcoa Merchandising Center at the NRLDA 
Convention, Chicago, November 22-25, Booth 511 





wl cwose 

: ALCOA 2 
é ALUMINUM 

mitt PRODUCTS 


FOR A “VW y 


Csn0-tree Home, 





ALCOA THEATRE 
Fine Entertainment 
Alternate Monday Evenings 


ALUMINUM COMPANY OF AMERICA 
1971-L Alcoa Building 
Pittsburgh 19, Pennsylvania 


Please send me the facts about an Alcoa Merchan- 
dising Center to show and sell aluminum building 
products. 


Name 
Address 


Zone State 


CLIP AND MAIL TODAY 
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THERE’S A HANDY HALITE 
BAG FOR EVERY 8. 





——$— 


The 10-Ib. bag of Sterling Halite . . 


ei ~“ 
eat © 
onal 5 
atta a 


a good size for every home 

owner and motorist in the nation’s “ice belt.” Halite clears walks, 
steps, driveways fast! . 
eee OE Oe 


gives quick traction under rear wheels when 
ear is stuck on ice. 10-lb. bags come 6 to a bale—and it’s good mer- 
chandising to sell them by the bale! 


25-lb. bags of Sterling Halite 
now come witha special, sturdy 
carrying handle—a feature 
that’s sure to make this a pop- 
ular size. Handle makes it easy 
for women to carry this eco- 
nomical-size bag of Halite! 25- 
lb. bag is a good winter display 
item, too! 


Melting Crystals 


REMOVAL 


03 
qwAOW38 MONS any 331 


Sterling Halite in 100-Ib. bags can be sold to home 
owners who want to keep a large supply of Halite on 
hand. Dollar for dollar, it’s their best value. This size is 


also ideal for commercial and institutional buildings 
with extensive parking areas and grounds. 


P. S. Use Sterling Halite yourself this winter to keep parking and shipping areas clear 
of dangerous ice and snow. There’s nothing faster or less expensive for good ice 
control! Order Halite now—so you can profit from early-season storms. Check your 
wholesaler or warehouse today. 


Atlanta, Ga. 
Baltimore, Md 


Boston, Mass. 
Buffalo, N. Y. 


SALES OFFICES: 
Chicago, Il. | 
Cincinnati, O. 


INTERNATIONAL SALT COMPANY, INC., SCRANTON 2, PA. 


Memphis, Tenn. 
Newark, N. J. 

New Orleans, La. 
New York, N. Y. 


Philadelphia, Pa. 
Pittsburgh, Pa. 
Cleveland, O. Richmond, Va. 
Detroit, Mich. 


St. Louis, Mo. 
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Color Selection made easy 
with New Formica ‘“Salesmaker” materials 


Now Formica helps you hurdle time-wasting indecision on color 
planning. A new Decorator Idea Book shows pleasing color 
combinations in 43 room settings color keyed to specific Formica 
colors and wood grains. 

A self-service color display board offers free take-home swatches 
of 72 Formica colors and patterns, including the brand new 
‘Fashion Flair” Colors that help you cash in on the trend to 
softer pastel colors. 

A Color Book has all 72 Formica colors in big 9” x 11” size. 
These full page reproductions of Formica let your prospect get 
the full impact of the beauty of the material. 

You can sell more of everything you offer for kitchen and 
bathroom jobs easily, more profitably by putting these new 
Formica ‘‘Salesmaker’’ tools to work for you. 

All of these items are available from your Formica distributor. 
Why not call him right now ? 





NEW £0 R M Ic § coLors 











Formica Corporation, 4630 Spring Grove Ave., 
Cincinnati 32, Ohio. 


ey, | 
e his trea ape eruuse ORMICa | 


Be sure you get genuine Formica. Look for 
this wash-off registered trade mark on the surface. product of 
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First choice... 
for dealer profits 


CURTIS COMPANIES INCORPORATED 


ARANTEE 


Curtis Now Lendone: Exterior: and Interior Mush Doors 
Deon 


< — s1DENT 
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Guaranteed quality 


More than 92 years of business experience stand behind 
this guarantee for Curtis New Londoner and Curtis 
American flush doors—the positive assurance of 
quality. Guarantees are furnished the dealer to pass 
on to customers. 


Beauty outside 


Each New Londoner hollow-core flush door is actually 
a picture in wood. Carefully selected grain patterns— 
no two alike—make these doors outstandingly beau- 
tiful. Made in birch, maple, oak and other woods. 


More strength 
inside 

Curtis New Londoner 
hollow-core flush doors 
have the stamina that 
assures satisfactory serv- 
ice. The interlocking 
grid—all wood—is 
meshed for maximum 
strength, then securely 
fastened to the wood 
stiles. Each door is 
balanced to resist stick- 
ing, warping and moisture 
changes. 


Complete information about the profit opportunities offered by Curtis New 
Londoner doors, Silentite windows and other Curtis Woodwork is yours for 
the asking. Just write us! 


CURTIS 


CURTIS COMPANIES INCORPORATED, Clinton, lowa 
Wausau, Wisconsin + Chicago, Illinois + Sioux City, lowa « Lincoln, Nebraska > Minneapolis, Minn. 
New London, Wisconsin + Oconto, Wisconsin « Scranton, Pennsylvania 
Charlotte, North Carolina + Atlanta, Georgia 
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AMERICAN LUMBERMAN 


Recipe For Profit 


EDITORIAL 


As in Cakes, Carburetors, Concrete and Cocktails—the Mix is the Thing! 


Dealers seeking to climb out of a discouraging net profit situation should take a 
good long look at their sales mix. 

A sales mix is the relative share of high gross profit, medium-gross profit and 
low-gross profit sales in the dealer’s total volume. Each dealer should plan the 
richest practical sales mix while simultaneously protecting the distribution of 
building materials in his trading area. 

Here are some identifying ingredients of a dealer’s sales mix: 


*Low-Gross Profit Areas 
Priced for 1 to 4% net 


Medium-Gross Profit Areas 
Priced for 6 to 10% net 


High-Gross Profit Areas 
Priced for 12 to 20% net 





Sales for contractors Sales with contractors Sales to contractors (uncontrolled) 


End-use packages of materials House bill sales at ‘‘list'’ Tract builder sales 


only “Jag lot'’ sales at higher list All sales at concessions to meet 


End-use packages of materials Price items at still higher list competition 


& labor 
Installment payment deals 


Do-it-yourself sales Heavy construction projects 


Counter & impulse merchandise Sales to government 
Lumber and millwork Cash and carry sales 
Hdwe & bidg. materials 


Farm sales at ‘‘list'’ 


Exclusive products, brand 
specialties Carload buying industrials 
"*Gifts'’ from the lumber yard Marked down items 


Tool and tool rentals Industrial soles at ‘‘list’’ Roofing & hard materials 
Very small orders 


All sales at less than ‘‘list’’ prices 


Painting & decorating products Consumer sales at ‘‘list'’ 
Metal goods 

Component parts 

Glass & plastic products 

Controlled contractor sales 

Precut materials 

Yard & prefabricated items 


*Dealers in American Lumberman’s workshops have concluded that any sale 
which carries less than 13% gross profit should not be considered or accounted 
for as a retail sale. Any profit from such sales should be reported as “other income”. 


Planning a More Profitable Sales Mix 


The first step in planning an annual sales mix is to determine the net profit 
objective for the coming year in dollars. As the opportunities for the building 
products dealer today are greater than ever before, this net profit goal should be 
higher than ever before—a good criterion is 20% net profit on the net worth. 

The second step is to estimate the average percentage of net profit obtainable 
from low-profit sales, medium-profit sales and high-profit sales. With (a) the 
needed volume, (b) proper expense accounting and (c) compensatory pricing, a 
dealer might realize 2/2 % net profit on sales in the low group; 8% net for the 
medium group; 16% net for the high group. Such realization would depend on the 
cost-price experience in each group. 

The third step is to estimate what proportion of the net profit will be accounted 
for by each of the three areas of volume. For example, one dealer might assign 
to the low-profit area 10% of the annual net profit dollars, the medium-profit area 
35%, and the high profit area, 55%. 

Each dealer will have to arrive at his own sales and profit mix. 


The fifth step is to determine the 
volume to be done in each of the three 
profit areas. This is computed by multi- 
plying the estimated profit dollars for 
each of the three areas (step four) by 
the product of 100, divided by the ex- 


The fourth step is to determine the 
actual dollars of net profit to be 
budgeted for each of the profit areas. 
This is done by applying the percentages 
in step three to the total annual net 
profit dollars anticipated. 
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pected percentage of net profit in each 
area. (For example, using the figures 
in step two above: 100-—-2'% would 
require sales in the low profit area of 
40 times the net profit dollars; 100-8 
would require sales at 1212 times the 
net dollars in the medium profit area; 
and 100-—-16% would require sales at 
6% times the net dollars in the high 
profit area). 

The sixth step would be to look at 
the resulting sales quota in each of the 
net profit areas and decide if the 
budgeted volume is attainable at the 
proper cost-price ratios for each area. 
If necessary, re-figure the allocation to 
medium and high profit areas, but our 
work shop experience would indicate 
that the low profit area should not be 
allocated more than 334%% of the 
total volume if maximum profits are 
to be secured. 

Seventh step. On the first of each 
month after setting up the annual 
budget, cost the sales tickets and allo- 
cate the expense in each area, to see 
that net profit percentages secured are 
equal to those planned for and adjust 
prices upward if they are below what 
they should be. 

Dealers who will take the trouble to 
develop the most profitable sales mix 
attainable will find the rewards from 
their business more gratifying than ever 
before. 

Here are 11 leverages to secure high 
profit area sales: 

1. End-use package selling with 
profit on labor as well as materials. 

2. A primary source of leads and 
prospects. 

3. Superior salesmanship. 

4. A supply of needed building lots. 

5. An exclusive supply of mortgage 
money or other needed credit. 

6. An exclusive construction system. 

7. A trade-in house plan. 

8. Services that cannot be secured 
elsewhere. 

9. Exclusive brands and products. 

10. Copyrighted plans that no one 
else can use. 

11. Yard-fabricated buildings. 








HERE’S THE PLACE... 
You Get Super Market Variety with 
Personalized Attention and Service 


. » here you 
will tind 
nationally 
known quolity 
lines to moke 
you home look 


“Mighty good service and satisfaction... Te a 


says Mr Paul Moody, © customer of Seuthern Seth tor 4 yearn cost 





NEED AN EXTRA j 
ROOM? 

Visit Our Home 
Planning Center. . . 


Penman contracts and regi estore 
broke 


Quality 
Blue Gross 
Garden Tools 


. 
FULL FRAME 
Speding Fork 


ALUMINUM es 
SCREENS : +4” 
ANY SIZE k 
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EASY CREDIT TERMS 
SEE US TODAY FOR ALL YOUR BUILDING NEEDS . 


- SOUTHERN SASH 


FLORENCE—AT 2 SHEFFIELD—EV 3-842! 


rome Cee etl atk ” 
= en tree ot right and a Pe cer 


UR HOME 1S WHAT YOU MAKE (T. MAKE IT 


SOUTHERN SASH 


FREELO @ EV 3-842) @ FLORENCE AT 2.803 





_ 


BUILDER CUSTOMER testimonial is featured in 5-col. 
newspaper ad by Southern Sash. Pictures show build- 
er's own home and clinic built by him. This is part 
of campaign designed by dealer to promote work 


of contractor friends. 








your BUILDING MATERIAL SUPER MARKET 





above: 


Attention and Service. 
“You Can Buy with Confidence” 


KEY TO SUCCESS of Southern Sash is told in ad headline 
“You Get Super Market Variety with Personalized 


'' Brand names are featured. The theme, 
(lower left corner of ad) is 


typical service selling by dealer. 


Supermarts Sell Service and Credit in 


Alabama dealer uses periodic markdowns to clear stocks 
and give bargain flavor to stores. But these reductions are more 
than offset by favorable profits from big-ticket credit sales. 


Of all the areas where cash-and- 
carry and “wholesale-retail” outlets 
have blossomed in recent years, the 
southeast is predominant. Possible ex- 
ceptions are localized areas of Michi- 
gan, parts of Ohio and certain stock- 
yards towns in the midwest and west. 

But down in Alabama, a supermar- 
ket chain has ignored the cash-and- 
carry “trend.” As a result, the com- 
pany now operates one-stop lumber 
and building product yards in Shef- 
field, Florence, Huntsville and Mont- 
gomery—and a fifth unit is in the 
planning stage. 

The million-dollar retail division 
employes 125 people, certainly a 
strong indication of success within a 
10-year period. 

Each of the four retail yards in- 
cludes a traffic-building store which 
is complete with paint, hardware, 
kitchen displays and other lines allied 
to building materials. 


54 


Each branch prides itself on service 
to the consumer and service to the 
contractor. Retail sales are about 
70% to contractors, 30% to consum- 
ers. The company hires no crews of 
its own, but has a home planning de- 
partment where prospects are chan- 
neled to builders. 

No small plans. Like its parent, the 
manufacturing firm of Southern Sash 
Sales & Supply, the retail division is 
expansion-minded. 

“We have opened a new store al- 
most every two years,” said J. C. 
Darby, vice-president and general re- 
tail manager. “We feel the outlook is 
unlimited for good-sized retail yards 
which can control the sale to builders 
with superior service and consistent 
advertising. 

“In our expansion program, we 
copy the techniques of the chain food 
and clothing stores. We study the 
market, the income figures and local 


competition thoroughly before decid- 
ing to enter a town.” 

Promotional flair. With such a well- 
rounded company, it is difficult to 
say what is the dominant factor in 
Southern Sash’s success. Helping de- 
velop the markets for all types of 
sales, either contractor or homeown- 
er, is the firm’s fast-moving advertis- 
ing and promotion department head- 
ed by James F. Crossno. 

Newspaper, radio and _ billboards 
are used continuously. They merchan- 
dise services of Southern Sash builder 
customers, often with pictures of the 
builders and their homes. 

Other promotions play up easy 
credit. Customers have a choice of a 
30-day charge or a 90-day charge 
without interest; “12-months-to-pay” 
installment plan or FHA Title I fi- 
nancing. New home financing is ar- 
ranged, too. 

Not all promotion is built upon 
service or finance themes, however. 

“Our supermarts are built for the 
handyman pickup trade as well as 
big-ticket improvement packages,” 
said John Geise, retail manager of the 
Sheffield store. 


“Kitchens, hardware and 


paint, 
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[THIS WEEK'S 
PENNY 
PINCHER 


Buy Now, Stock Up On This Special 
SASHCO 


SHELLAC 
ORANGE OR WHITE 
Reg. $3.95 $995 

NOW ONLY 
Another Extra Big Special 
CLAW $400 
HAMMERS 
aint 


tt 








Hen Tb, 


SHEFFIELD tv 3 »>1 * FLORENCE Al 272-8021 


ONE-STOP SHOPPING is principle behind Southern Sash supermarts, 
such as the Sheffield store above. Company slogans are: ‘‘Every- 
thing to Build Anything’’ and ‘‘Southern Sash Has It."’ Store is one 
block from main street. 


ion SE 
44 


“96 CABINETS 
TWTTET ST r 


BARGAIN HUNTERS get their share of atten- 
tion by Alabama yard. Above is 2-col. Penny 
Pincher ‘‘ad-of-the-week.” 


Cash-Carry Land 


building specialties draw the house- 
wife trade. Self-service of millwork, 
lumber and building materials attract 
the do-it-yourselfer. To create store 
traffic we advertise weekly ‘Penny 
Pincher’ sales, clearing out items such 
as Shellac or claw hammers at re- 
duced prices.” 

Specialty salesmen. In the store, 
each salesman has a product line of 
his special attention, although he will 
sell all lines. The product divisions in- 
clude paint; hardware and tools; roof- 
ing-siding-insulation; flooring; plumb- 
ing; packaged kitchens with built-in 
appliances; builders hardware and 
special purchases. 

The salesman-manager for each 
category of products is the man who 
lends an ear to manufacturer or 
wholesaler reps. Then, he will recom- 
mend new products to the company’s 
purchasing agent, located at Shef- 
field. 

Weekly sales training meetings keep 
the sales staff on its toes. Every 
month or so, Southern Sash invites 
builders to watch demonstrations of 
new products and application meth- 
ods, keeping an ear open for builder 
opinions. 


KITCHEN DISPLAY is one of largest in the state. Sam C. Wade, ap- 
pliance division manager, helps customer select a built-in appliance. 
Kitchens are star home improvement package for the Alabama com- 


pany. 


gracious living on gentle terms... 


tN SASH 


BUILDING MATERIALS - FLORENCE-SHEFFIELD 


INSTITUTIONAL BILLBOARD shows “‘service’’ approach, including 
credit promotion. Dealer's advertising department includes crew of 
sign men who build, paint and maintain signs and displays for com- 
pany’s four branches. 
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METAL BUILDING PRODUCTS are grouped in store at Sheffield 
for both contractor and handyman trade. Pictured with wall 
display is store manager John Geise. 


Here's How Southern Sash 


Sells Service and Credit 


(starts on page 54) 


SPECIALTIES ARE NEEDED to lure homeowners trade, say 
Southern Sash people. Typical in-store promotion is under- 
ground garbage container below, displayed in main aisle. 
Signs are made in Southern Sash shop for all its stores. 


~ 
47 GLIDDEN PAINT 
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POWER TOOL EXPERT Thurston Harrel learned demonstration 
technique at manufacturer's plant, then returned to teach other 
store salesmen. 


SELF-SERVICE for millwork is big hit with Sheffield customers, 
says manager Geise. People select directly from stock, not a 
sample. Builders like on-the-spot buying. 


WOOD SPECIALTIES are made in Southern Sash carpenter 
shop, across street from Sheffield store. Typical products are 
fences and trellis, above. Note use of price signs. 
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WAREHOUSE ATMOSPHERE is a drawing card for contractors as well as homeowners for screening, glass, etc. Hardboard and 


plywood racks are at rear of this section. Credit selling is seen a 


“DOC” TUCKER is a consultant, trouble-shooter—and sales- 
man. His main job is to help contractors with bidding. But 
he also uses pickup truck and his construction know-how to 
advise on repairs and maintenance, as shown above and be 
low. He makes weekly inspection trips to jobs underway, 
writes progress reports. 


} 
' 
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every turn in the large Southern Sash store. 
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HOME PLANNING is part of Southern Sash service to con- 
sumers. Planner is at work in store above. He recommends 
materials and designs; suggests contractors; arranges for 
financing if needed. 





With NO red tape 
Take a year to pay 
The Southern Sach Way 7 


Ol Surthearm Scavh Ketlog 


FAST DELIVERY is maintained by dozens of radio-equipped 
cars and trucks such as Divco van above. They allow contract- 
ors to schedule construction with confidence. Each vehicle is 
a ‘‘silent salesman,"’ courtesy of dealer's sign department. 





ONLY 


NEW MACK COE 


give you all these profit-boosting features 


e Choice of Mack engines—gasoline, diesel or turbo- 
charged diesel — from 150 to 205 h.p. 


@ Tilt-cab action for full engine accessibility 
© Truck and tractor models 


e Low step-height for easy entry-exit... flat floor (on 
40 series) for swift exits from either door 


e ‘Executive suite’ cab engineered for comfort, fume- 
free ventilation and smooth-handling controls 


e Panoramic, wrap-around 3606-square inch wind- 
shield 


© Set-back front axle for 14:24 weight distribution on 
trucks and maximum front-axle loading on tractors 


e Advanced Mack steering systems for utmost maneu- 
verability 


e Air-boosted hydraulic clutch 


e Choice of Mack transmissions (5 to 15 speeds), 
brakes, frames and suspensions 


e 4- or 6-wheel models with option of famous Mack 


Balanced Bogie 


These compact cost-busters give you every feature needed for economy, 
bonus payloads, and fast action in and out of congested areas. That's why 
Mack Model N COE trucks and tractors are winning immediate acceptance 
by dollar-conscious operators throughout the nation. 


For the names of firms that are already cashing in on the advanced profit- 
power of Mack Model N’s . . . or for a briefing on the Model N that will 
do as much for you—contact your Mack branch or distributor today! Mack 
Trucks, Inc., Plainfield, New Jersey. In Canada: Mack Trucks of Canada, Ltd. 


MACK first name for TRUCKS 
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New in: 


WOE 6 60004 v0 59 
Fork hits. ...... 74 
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Ford’s new tilt cab tandem 


FORD 


Ford’s 1959 line of trucks introduces new economy, dur- 
ability, styling and driver comfort features in a full range 
of 371 models, which this year includes a new tilt cab tandem 
model and a Ford-built four-wheel drive. 

The new tilt cab tandem models combine the serviceability 
advantages of the tilt cab with the proven features of the 
powerful tandem axle and chassis. The seven new Ford tilt 
cab tandems are available on special order in gvw’s from 


DELIVERY 
EQUIPMENT 


Preview for 59 





Ford Custom Ranchero 


37,000 to 51,000 pounds and with gcew ratings of up to 75,000 
pounds. 

Ford’s new four-wheel drive models in the F-100 and F-250 
series will cruise along the highway in two-wheel drive or 
pull through deep mud, snow or sand when shifted into four- 
wheel drive. Equipped with the optional 292 V-8 engine, the 
new four-wheel drive trucks in the F-250 series will climb 
grades of more than 60%. 

The Ford Custom Ranchero is completely restyled for 1959. 
The prestige pickup has the same clean, tasteful styling of the 
1959 Ford station wagons and a new, longer 118” wheelbase. 
The new Ranchero is 8” longer and has 33.4 cubic feet of load 
space for building material supplies of all sorts. Ford’s eco- 
nomical six-cylinder engine is standard with either the 292 or 
352 cubic inch V-8 optional. There is a choice of four trans- 
missions—three-speed manual, overdrive, Fordomatic or 
Cruise-O-Matic. Ford Div. of Ford Motor Co., Dept. AL, 
Rotunda Drive at Southfield Rd., Dearborn, Mich. 
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Autocar is adding axle-back models to its new all-light- 
weight design highway trucks and tractors. The new light- 
weight models in the new “A” series are said to save up to 
25% in tractor weight as compared to standard weight vehicles 
and up to 1,800 pounds under other present lightweight 
vehicles. 

Now in production is a full range of tractor and truck, 
four and six-wheel models, both axle-forward type for the 
bridge formula states and axle-back models for the non-formula 
states. They are available in diesel power ranging from 180 
to 262 hp with a variety of transmissions. 

With this new “A” series of all-lightweight Autocars, the 
location of the steering gear has been changed, eliminating 
a number of unnecessary parts to save weight. A radiator 
with bolted construction and polished aluminum upper tank 
also has been introduced, thereby eliminating the need for a 
separate shell and grill. 

Performance of the first “A” series Autocars in operation 
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Autocar Model DC-10064S 


in the west was excellent. Savings of as much as 4,200 pounds 
in truck weight has meant real increases in payload, reports 
Autocar Div., The White Motor Co., Dept. AL, Exton, Penna. 


(continued on page 62) 
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Put your best foot 


Step ahead with a truck that’s 
*59-New in savings, style and stamina! 


Look over Ford’s ’59 models and judge for yourself. 
Pickup? Ford’s big Styleside Six is a real penny- 
pincher. City delivery? See Ford’s Parcel Delivery 
models and the new Courier. Tandem Axle heavy- 
weights? Ford has ’em .. . with tilt cabs, too! In all, 
there’re over 370 models, to provide you with the 
right truck for your job. See your Ford Dealer and 
put your best foot Ford-ward! 


... FOR Savives f 


Ford Short Stroke Six with economy carburetor . . . Ford’s 
rugged Short Stroke Six engine squeezes extra miles from every 
gallon of gas for amazing fuel economy! Moreover, Ford 
pickups are available with Styleside bodies that offer all-steel 
construction for greater rigidity, strength and durability. These 
sleek beauties give the smoothest ride of any %-ton pickup 
. .. Ford Parcel Delivery windshield-front-end models provide 
functional design that reduces special body installation costs! 


..- FOR SIVUES 


New Courier—does credit to your name. . . Here’s the way to 
make every delivery a “special delivery’! It’s Ford’s smart 
new Courier—America’s most distinctive sedan delivery. 
There’s big new loadspace—92 cubic feet of it—and items as 
long as 12 feet can easily fit inside. New, too, are big windows 
in the rear and sides to give car-like visibility in city traffic. 
Cargo area is lined for maximum load protection! 


FORD TRUCKS COST LESS 


--LESS TO OWN...LESS TO RUN 
---LAST LONGER, TOO! 





Every Ford has 


{SAFETY GLASS 


in every window 


Tandem capacity plus Tilt Cab advantages . . . Brand 
new—Ford Tilt Cab Tandems with ratings up to 
75,000-lb. GCW! Now get the quick servicing, riding 
comfort and easy handling of tilt-cab design in tandem- 
axle trucks .. . biggest Tilt Cab haulers built by Ford! 
They save 3 ft. in over-all length, give you more 
payload, save hours of maintenance. 
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— FOR GREATER FAYLOADS / 


Now—4-Wheel Drive Pickups for off-road work.. Toughest two-tonner on the road... a dependable 
For the first time —%-ton and %-ton trucks with money-maker on the job! Ford’s new F-600 
Ford-built 4-wheel drive at Ford’s low prices! They’re Series have increased spring capacity and offer 
equally at home on highways or on toughest off-road new optional 6000-lb. front axle for even greater 
jobs. They’re tough and sure-footed in sand, mud, payload capacity, longer axle life! Wide choice of 
snow—even on grades of 60%! Available early in Short Stroke power, too—modern Six or either 
1959 as Pickup or Chassis-Cab models. of two new V-8 engines! 
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Chevrolet Apache 31 pickup 














COMPLETE | 
BUILDING ~ 


SALES! 





... there’s BIG PROFIT for YOU in 





cuckier Secel S/a BUILDINGS! 


With Cuckler Steel Span Buildings, 
you sell the complete building — 
Steel Span Frames + Your Lum- 
ber. One sale like this will add 
hundreds of dollars to your profits! 


You have a BIG market, because 
Cuckler Steel Span Buildings are 
adaptable to all agricultural, in- 
dustrial and commercial needs. 
These buildings give your custom- 
ers 100% post-free usable space .. . 
strength of a bridge . . . a choice 
of sizes . . . and easy erection at a 
sensible cost. Roofing, siding and 


hardware are selected from YOUR 
OWN STOCK. 

Cuckler also provides you with a 
year-round program of sales aids 
and localized advertising —all di- 
rected to customers in your own 
back yard. 

Why not turn more of your valu- 
able time into. bigger profits? Cuck- 
ler Steel Span Buildings are SOLD 
EXCLUSIVELY THROUGH RE- 
SPONSIBLE LUMBER DEAL- 
ERS. Write today to see if your 
area is open. 








Visit Our Display at the 


N.R.L.D.A. CONVENTION 


We'll be 
expecting you! 








«++ SPANS THE PCOUNTRY 


62 Circle No. 66 on Coupon, poge 114 


cuckier Steel Span company 


Monticello, lowa 
Sales Offices Throughout The U.S.A. 





CHEVROLET 


An improved economy six-cylinder 
engine, smart new two-toning, deft use 
of chrome moldings to accent the side 
panel contours and larger brakes on 
half-ton models mark the 1959 Chev- 
rolet Custom Fleetside pickup. The 
Apache 31 (left) is one of 13 models 
in the new light-duty pickup line, with 
one-half, three-quarter and one-ton nom- 
inal ratings. Included are full-width car- 
go boxes, pictured left, Stepside mod- 
els with running boards and fenders and 
four-wheel drive units. Rear brakes on 
half-ton models have 1012” more lining 
area for better braking. 

Chevy’s sixes, tested in 
fleets, give up to 10% better fuel 
economy, with substantially greater 
torque at low and medium speeds. For 
light or bulky load operations, a fur- 
ther economy option, consisting of a 
special carburetor with leaner mixtures 
and lower numerical axle ratio, is of- 
fered on half-ton models. Optional equip- 
ment includes a 160 hp V-8 engine and 
heavy-duty three-and four-speed, or hy- 
dramatic transmission. 

Also of interest is a new optional 
power train offered by Chevrolet for two 
heavy-duty series in its 1959 truck line. 
Altogether the number of truck models 
offered has been expanded to 139, three 
more than last year, on 22 different 
wheelbases. GVW ratings range from 4,- 
000 to 36,000 pounds. Chevrolet Motor 
Div., General Motors Bldg., Dept. AL, 
Detroit 2. 
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Willys “Jeep” FC-150 


WILLYS 


The forward control “Jeep” FC-150 
pickup truck, built for rugged payload 
service both on and off the road, is an 
addition to the expanding Willys four- 
wheel drive family of “Jeep” vehicles. 
The up-front location of the cab, well 
forward of the engine, allows maximum 
usage of the vehicle’s compact 81” wheel- 
base for cargo and places the driver in 
the best position for panoramic visibil- 
ity. 

The FC-150 is powered by the same 
compact F-head engine proved for rug- 
gedness and economy in both military 
and civilian models of the famed “Jeep.” 

Still another bigger, more powerful 
vehicle in the new series of “Jeep” for- 
ward control models announced by Wil- 
lys is its all-new forward control “Jeep” 
FC-170. It features the four-wheel drive 
engineering of the FC-150. However, 
payload of the FC-170 is 30% greater 
and the FC-170’s high-torque Hurricane 
engine delivers substantially higher pow- 
er performance. Willys Motors, Inc., 
Dept. AL, Toledo, 1, Ohio. 
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With (iss) Gerrard equipment .. . 


“We get unequalled strapping service, 


says Whiting and Kutch Lumber Sales, 





Bp Whiting and Kutch Division produces 
22,000,000 board feet of lumber a year, and flat 
steel strapping goes around every bundle of lumber 
in the plant. Here’s the kind of service they’ve re- 
ceived from USS Gerrard equipment: 

With a Gerrard Model 40 Stretcher and Model 42 
Sealer it takes only two to three minutes for one man 
to strap a bundle of 2,500 board feet of lumber. Thanks 
to the self-contained Gerrard equipment, the men no 
longer have to carry three separate tools for stretch- 
ing, cutting and sealing. Now it takes only one hour 
for two men to strap a flatcar load, and the company 


Gerrard Steel Strapping Dept., 
United States Steel Supply 
Division of 

United States Steel 
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Division of Kaibab Lumber Company, 


Holbrook, Arizona 


saves approximately 20 minutes on each strapping 
job. The amount of body shifting they have to do in 
these operations is reduced to a minimum. In addi- 
tion, the built-in cutter on Model 40 eliminates the 
protruding scrap ends that are both shoddy-looking 
and dangerous. 

This is typical of the service USS Gerrard Steel 
Strapping equipment can offer to you. Gerrard equip- 
ment can be adapted to meet any of your packaging 
needs, or solve any of your packaging-tying problems. 
General Offices: Chicago, Illinois. 


USS and Gerrard are registered trademarks 


Gerrard Steel Strapping Department 

U. S. Steel Supply Division 

United States Steel Corporation 

208 So. La Salle Street, Chicago 4, Illinois 


Without obligation, please send me the new 36-page Gerrard 
Biue Book of Packaging. 


Name 
Company 


Address 


cco 
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Don’t let 
handwritten 
prices do this 
to YOU! 


ELP 
YOURSELF! 





When prices are marked by hand, or not at all, sales are 
often made at the wrong price. Selling wnder your estab- 
lished prices loses profits! Selling over those prices can lose 
customers! 

Avoid losses with neat, legible Monarch Price-Marking. 
Easy-to-read prices speed sales, build customer confidence, 
increase impulse buying. There’s a Monarch Price-Marking 
machine designed to protect your profits. Write today. 


MODEL 20 

DIAL-A-PRICER 
..no type- 

setting required 


FIRM NAME 


SENSO LABEL 
pressure sensitive 
requires no moisten 


$1295 


~===<=== Fi|| out and mail coupon for information. -<<<««<« 


© THE MONARCH MARKING SYSTEM CO. 


216 South Torrence St. © Dayton 3, Ohio 


Without obligation to me, please send information on Model 20 
Dial-A-Pricer, and sample labels. ALI158 


NAME 





STORE NAME 


ADDRESS 





POST OFFICE 
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Mack truck Model B-30P 
MACK 


The new line of Mack trucks is especially designed for rugged 
duty in lumberyards and is available in both light and heavy- 
duty versions. The B Mode! units are available for use, both 
as straight trucks and for tractor-trailer service. 

They are available in four or six-wheeled versions, powered 
by gasoline or diesel engines, in sizes ranging from 17,000 
pounds gvw to 76,800 gcw. Major components, including axles 
and transmissions, are Mack-built and assembled in chassis, 
which have stamina without excessive weight. 

The smoothly rounded contours give stiffness and strength 
to cab fenders and wood, all of which are supported on rubber 
mountings in diamond formation to prevent weaving, stresses 
and strains, announces Mack Trucks, Inc., Dept. AL, 1355 
Front, Plainfield, N. J. 
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GMC wideside pickup 
GMC TRUCKS 


GMC’s new wideside pickup truck is made to order for 
loads needing considerable cubic capacity such as building ma- 
terial supplies. Of especial interest also is a new GMC 
stake truck powered by a 270 cubic-inch engine developing 
130 hp, while an optional V-8 engine of 200 hp is available. 

Plenty of power lies behind the grille of a new GMC dump 
truck. The GMC model FW-550 is rated at 42,000 pounds 
gvw with options that will permit 46,000 pounds. A 370 cubic 
inch V-8 engine supplies 232 hp to the 34,000-pound tandem 
rear axles. 

Developed by GMC in a large-scale truck engineering pro- 
gram, two new highway haulers utilize stabilized air ride, in- 
dependent front wheel suspension, fabricated frames and alum- 
inum tilt cabs to achieve major breakthroughs in light weight 
and safety design. Aluminum is used throughout the cab 
framing, heavily reinforced pressed floor, welded and riveted 
exterior roof and back panels and door assemblies. Further 
weight savings are obtained through use of fiberglass fenders, 
head lamp panels and lattice type grilles. Both units are pow- 
ered by two-cycle Diesel engines. 

Model DLR-8000, with front axle set back 50”, is designed 
to haul a maximum of 60,000 pounds gcew (tractor, trailer 
and load) while the DFR 8000, with front axle set back only 
28”, is designed to haul loads ranging up to 76,000 pounds 
gcw. GMC Truck & Coach Div., General Motors Corp., Dept. 
AL, 660 S. Boulevard, East, Pontiac 11, Mich. 
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In the next four years it is estimated that 
more than $15 billion will be spent on new 
schools in the United States. And your 
share will depend on how well YOU sell 
the idea of schools of wood to key people 
in your community. Lumber dealers in 
Tacoma, Washington, whipped this same 


problem with a concerted plan of action. 

West Coast Lumbermen’s Association 
has compiled a detailed case history of their 
sales-making program and it’s available to 
you, free, to help you do the same thing. 
This study emphasizes the necessity for 
aggressive action, When you start your pro- 
gram, follow these three steps: 





TRATED AND CONTIN- 
UING SALES PROGRAM 


Call on everyone connected with making a 
design decision in the school building pro- 
gram. Let them know of your desire to 
help them construct a modern economical 
school. Start a direct mail program to in- 
sure key people receiving information on 
the building material you handle. Inform 
taxpayers of the many real advantages to 
be gained from wood construction. 


West Coast 
Lumber 


Douglas Fir + West Coast Hemiock 
Sitka Spruce + Western Red Cedar 


Pool your information and fix your sights 
on the key men in the school program. 
Appoint members of your dealer group to 
explain to these people the services you 
can offer. Make yourself available to fur- 
nish information to key personnel in the 
school building program. Swing these peo- 
ple to building with wood and you auto- 
matically increase your market potential. 


USE PRINTED MATERIAL 
AVAILABLE FROM THE 
WEST COAST LUMBER- 
MEN’S ASSOCIATION 


Send for free booklets promoting wood 
schools for distribution to architects, build- 
ers and members of your school boards. 
The latest W.C.L.A. school book, ‘“Today’s 
Better Schools Are Built of Wood’, shows 
how wood construction cuts building costs, 
maintenance costs and construction time. 
Other free booklets give construction and 
species data in easy to understand form, are 
of interest to anyone connected 
with a building program. 


* WEST COAST LUMBERMEN’S ASSOCIATION 
Room 22, 1410 S. W. Morrison, Portland 5, Ore, 


Please send me the 
“Modern Schools of Wood” kit. Free. 


Name 
Address 
City 


Zone_ State 
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Weyerhaeuser | 4-square’| 


NU-LOC 


LUMBER IN PREFERRED 
LENGTHS AND WIDTHS 





@ Now you can offer your customers lumber in the 
lengths and widths they want. Weyerhaeuser 4-Square 
Nu-Loc, a new concept in lumber, is produced to 
preferred lengths and widths to meet end-use needs 
efficiently and economically. This new Weyerhaeuser 
4-Square product is a high quality, clear stock that 
is interchangeable with regular lumber for non-struc- 
tural uses, in either outside or inside applications. 

Nu-Loc is produced from selected pieces of clear, 
kiln-dried lumber carefully*machined for precision- 
fit interlocking end-joints. Modern adhesives are 
utilized to provide a permanent, waterproof glue 
bond in producing the various lengths and widths. 
Then, this new “‘manufactured”’ lumber is finished 
to the same high standards of smoothness main- 
tained for regular Weyerhaeuser 4-Square Lumber. 


Weyerhaeuser | 4-SQUARE 


LUMBER AND BUILDING PRODUCTS 


WESTERN RED CEDAR Nu-Loc board-and-batten sid- 
ing is being used on this beautiful Wayne, Illinois home. 


NU-LOC SIDING of preferred lengths imparts striking 
vertical lines to this modern home for pleasing 
architectural effect. -mgaon, 


* Gouncw” 
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NU-LOC 


Cuts labor costs... effects savings 


Because its use minimizes cutting, fitting and 
handling time, Nu-Loc reduces labor costs. Ample 
supplies of desirable lengths (such as 16’ and 18’ 
and widths up to 24”) are available for your regular 
stock. Specified lengths (any length in fractions 
of an inch up to 22’, and widths up to 48”) can be 
produced on order. 

Since Nu-Loc lumber is produced to desired 
lengths, the problem of shorts is greatly reduced. 

Made-to-measure Nu-Loc is ideal for vertical 
and horizontal siding, boards and battens, and 
finish lumber. Nu-Loc may be sawed, nailed, cut 
or finished in the same manner as standard lumber, 
because Nu-Loc is produced from solid pieces of 
lumber which are end-glued and edge-glued into 
desired lengths and widths. 

Ask your Weyerhaeuser District Representative 
for further information about this new develop- 
ment in lumber which increases the supply of pre- 
ferred lengths and widths, or write us for literature. 


Weyerhaeuser Sales Company 


FIRST NATIONAL BANK BUILDING e¢ ST. PAUL 1, MINN. 
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Volkswagen pickup 


VOLKSWAGEN 


The most striking feature of the 
Volkswagen pickup is the existence of 
two loading floors arranged one above 
the other. The upper floor has 45 
square feet of completely unobstructed 
loading space. Height is within inter- 
national standards to allow lcading dir- 
rect from a hand truck or “off the shoul- 
der.” In addition, the pickup provides a 
fully enclosed lower loading compart- 
ment with 20 square feet of floor area. 
This area amidships affords special pro- 
tection because it is cradled between the 
axles, sheltered from dust and moisture 
and locked for extra security. The VW 
pickup is of all-steel construction. Fea- 
turing economy in fuel and oil con- 
sumption, its 4-cylinder, 4-stroke rear 
engine is air-cooled by means of a fan 
with thermostatic control. 

Volkswagen also offers a delivery van, 
which has a loading capacity of 170 
cubic feet and wide double side doors to 
help the driver load building supplies 
quickly. 

Both the pickup and delivery van have 
full-width instrument panels, convenient- 
ly laid out with all controls close to 
hand. Volkswagen of America, Dept. 
AL, Englewood Cliffs, N. J 
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Studebaker-Packard Scotsman V-8 Pickup 


STUDEBAKER-PACKARD 


The new 1959 line of Studebaker 
trucks is setting its sights mainly on 
cutting costs for people who own and 
operate trucks. Included are the Scots- 
man six and V-8 half-ton trucks and the 
Transtar series ranging from a half-ton 
through two-ton vehicles. However, the 
(continued on page 68) 
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""EaR-Way"’ TRACK and 
TROLLEY...R-W No. 239 
Track has ears spaced on 
12 inch centers that are at- 
tached to walls by lag screws 
... bosses hold track away 
from building for free air 
passage. R-W 346'2B 
Hangers feature ball bear- 
ings and vertical and lateral 
adjustments. 


TRACK and 
HANGERS 


for industrial, 
commercial and 
farm buildings! 































WEATHERPROOF BARN DOOR 
TRACK AND HANGERS... the favor- 
ite of farmers everywhere. Easy to sell 
R-W No. 36 self-cleaning type track is 
weather and birdproof. R-W No. 423 
Hangers feature roller bearings and 
lateral and vertical adjustment for easy, 
dependable operation. 


























“ R-W "“LOCK-JOINT’ TRACK AND HANGERS... 
designed for doors of all sizes and weights up to 3000 
Ibs. Line includes wide range of sizes plus a series of 
“packaged” units that include all necessary hangers, track and hard- 
ware for door installations. Track and Hanger aprons finished in 
grey enamel ...Hanger trucks cadmium plated. Hangers available 
with ball or roller bearings as desired. 























NOTICE .. . rust and 
corrosion resistant Cad- 
mium plated finish now 
standard on the trucks 
of all R-W Hangers... 
provides the ultimate in 
dependable operation 
and service. 


You can be sure of satisfying your customers’ 
exact needs when you stock and sell the 
Richards- Wilcox line of Track and Hangers 
... it's the “QUALITY” line, backed by over 
78 years of experience that will provide a 
fast turnover, increased profits and com- 
plete customer satisfaction. R-W Track and 
Hangers will provide years of dependable, 


























trouble-free service...even on doors 
weighing over a ton. Stock-up now. 


Richards-Wilcox a 


INDUSTRIAL s Fint DOORS GS 


MANUFACTURING COMPANY DOOR HARDWARE 


ILECTRIC OPERATORS — 
"A HANGER FOR ANY DOOR THAT SLIDES Made for cach sther 


oS an we Vo 








WRITE 
TODAY! 


for complete informa- 
tion. Request Catalog 
No. 100-R. 



















226 W. THIRD STREET, AURORA, ILL. © Branches in Principal Cities 
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Top 
trio 
on 
the 
Totem 
Pole 





More customers are 

toting home more of this 
fabulous trio — Fabulon, 
Pryme, Fabuloy. Every store 
stocking these top-notch 
wood finishes is toting up 
more sales, more profits. 
How about you? 


FREE BOOKLETS, 
STUFFERS, MANUALS, 
DISPLAYS, DEMONSTRATION 
PANELS, BANNERS. 


For complete details phone 
your distributor today, or write 





PIERCE & STEVENS 
CHEMICAL CORP. 


~ 








Dept. AL118 710 Ohio Street 





Buffalo 3, N.Y. 





vy 





NATIONALLY ADVERTISED IN 
LIVING — POPULAR MECHANICS=~ 
HOME MAINTENANCE & 
IMPROVEMENT 
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low-cost features and the utility of pur- 
pose are not confined to the Scotsman 
pickups in the new truck line, announces 
Studebaker-Packard officials. The same 
features are evident in all the rest of the 
line, which ranges up to the heavy-duty, 
two-ton models and the powerful 4 x 4 
drive units. 

The Scotsman pickup is powered ei- 
ther with the Studebaker 170 cubic inch, 
six-cylinder engine, or the new 259 cu- 
bic inch V-8 that develops 180 hp at 4,- 
500 rpm. Hardware and trim are func- 
tional and the truck has a wide, clear 
floor pickup body of 51142”. In the 112” 
wheelbase models, the pickup body is 
6%’ long. The 122” wheelbase model 
offers either an 8’ pickup or stake body. 
Three-speed transmission is standard 
with four-speed, overdrive and automat- 
ic transmissions being optional. The 
Scotsman for 1959 is rated at a gvw 
of 5,000 pounds. Studebaker-Packard 
Corp., Dept. AL, 635 So. Main St., South 
Bend 27, Ind. 
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Travel-Crew Truck Cabs 


Six-passenger Travel-Crew truck cabs 
for selected medium and heavy-duty In- 
ternational trucks are now available. The 
new Travel-Crew cabs are designed for 
factory installation on A and AC-160 
models (16-19,000 pounds gyw); on A 
and AC-180 models (19-22,000 pounds 
gvyw) and four-wheel drive models in 
these two series. The new cab is also 
available for ACF-180 six-wheel mod- 
els in both rear-axle and all-wheel drive 
versions (30-33,000 pounds gvw). 

Ideal for use by dealers and contrac- 
tors, the Travel-Crew cab is roomy, yet 
it increases bumper-to-back-of-cab di- 
mensions on all models by only 36”. As 
a factory option, the Travel-Crew cab 
can be purchased under a single war- 
ranty on a single order. Another impor- 
tant feature is the special provision for 
60” and 84” cab-to-axle dimensions on 
selected models to permit standard body 
installations without requiring frame 
modification in the field. 

Either solid or two-tone colors are 
available for the Travel-Crew cab, with 
no additional cost for two-tone paint. 
Standard colors offered are the same as 
those presently available for all Inter- 
national A-Line trucks. International 
Harvester Co., Dept. AL, 180 N. Mich- 
igan Ave., Chicago 1, IIl. 
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Call your AIM*... Greece Lumber does... 
Trucks loaded, lumber secured in 10 minutes 


GREECE LUMBER AND BUILDING SUPPLY, INC., ROCHESTER, N. Y., 
have found that steel strapping suggestions by their Acme Idea Man 
have helped them in two ways. (Idea No. U5-2) 


First, all lumber is steel strapped into standard packages immediately 
upon arrival at Greece Lumber to allow mechanical handling in their 
Acme Idea Man ” yard...a great time and dollar-saver. Second, when trucks are loaded 
R. N. Renshaw helps 4 for local delivery, strapping secures individual packages into a unit load 
Greece Lomber i , 4 for quick delivery at the job site. 


and Building Supply, 
Inc., solve its The strapped packages are loaded and unitized on a truck in 10 


lumber handling 3 4 minutes, and unloaded in two minutes by simply dumping at the 
problems. . building site—a man-hour and money-saving procedure made possible 
with Acme Steel Strapping. 


*Call your Acme Idea Man about time and money-saving procedures 
for handling materials. Or write Dept. ABU-118 Acme Steel Products 
Div., Acme Steel Company, Chicago 27, Ill. In Canada: Acme Steel 
Company of Canada, Ltd., 743 Warden Ave., Toronto 13, Ontario. 


att STEEL STRAPPING 
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19 NICE PROFITS from 
this ONE LOW-COST 
PACKAGE DEAL! 


QUICK TURNOVER 
BRINGS YOU $57.79 PROFIT on 
only $88.56 INVESTED! 


Here’s what Wilkenson gives you 
for only $88.56! 


19 Kits of beautiful tapered seamless legs in 
assorted lengths from 3” to 28”. Each kit has 
four legs, 4 brackets and screws. A complete kit 
for your customer. 

Your choice of beautiful Satin Brass, Pewter, 
Coppertone and Chrome finishes that sparkle 
like silver and gold. Will not mar, stain, chip, 
peel, tarnish or corrode. 

Advertising in leading newspapers to back you 
up. 

Literature and envelope stuffers in any quantity 
without charge. 


D » « s This FREE colorful COUNTER DISPLAY 
with a FREE OFFER for your customers! 
It’s an eye-catcher! A sales puller! 
It looks like a table corner when 
you mount a 15” leg on it. (Leg 
comes with the deal.) 
It offers to your customers, a 
FREE screwdriver with every kit— 
AT NO COST TO YOU! 
ORDER YOUR EASY-PROFIT 
PACKAGE DEAL — NOW! We 
have only a limited number of kits 
to offer in this package deal. 
REMEMBER — Throughout the 
country, Do-It-Yourself customers 
by the thousands are buying these 
Wilkenson Leg Kits for coffee and 
cocktail tables, radio and TV sets, 
furniture, hi-fi equipment. 


ve CHAMLESE 


ae 





PACKAGE DEAL INCLUDES: 
1—Large colorful Display Board 2 Kits with 3” legs, 2 Kits with 
” 6” legs, 
1—15” Leg for Display Board 2Kits with 9” legs, 2 Kits with 
19 kits of Tapered Seamless Legs 


12” legs, 
in our jewel tone satin brass fin- 6 Kits with 14” legs, 2 Kits with 
ish with self-leveling glide tips 


16” legs, 
in the following assortment of 1 Kit with 22” legs and 2 Kits 
lengths: with 28” legs. 


Each kit has screws, brackets and free screwdriver. 











Send your order to: 


ILKENSON Manufacturing Co. 


2916 West Lake Street, Chicago 12, Illinois 
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1959 TRUCKS 


(begins on page 59) 





Dodge D-300 stake 
DODGE 


The new Dodge D-300 stake truck is especially designed for 
delivering building material supplies. It is one of 28 stake and 
platform models offered in the 1959 line of Dodge trucks 
Available in body lengths of 742’, 9’, 12’ and 14’, the new 
Dodge stakes have a maximum gvw rating up to 19,500 
pounds. 

Dual headlights to provide greater visibility for night high 
way driving are standard on all models except cab-over-engine, 
forward control and W300M. The 6-speed Torqmatic trans 
mission, offered for the first time last year, again will help 
prevent driver fatigue. One of its outstanding features is the 
built-in hydraulic retarder, a safety device that assists down 
hill breaking and traffic snubbing to prolong brake life. 

New trucks in the Dodge 1959 line feature 6 and 8-cylin- 
der engines with 11 different hp ratings ranging from 113 to 
234. Maximum gvw on the new models ranges from 5,100 to 
49,000 pounds—an increase of 3,000 pounds for tandems 
and gross combination weights up to 65,000 pounds. 

Of special interest is a sleek, smooth-sided new pickup 
truck—the Sweptline—offered with a 120 hp 6-cylinder or a 
205-hp V-8 engine. Available in half, three-quarter and one 
ton models, the Sweptline series features body lengths from 
64%’ to 9’. Dodge Div., Chrysler Corp., Dept. AL, 7900 Joseph 
Campau Ave., Detroit 11. 
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Split Roller Bed Announced 

This split roller bed is especially de- 
signed for use by the lumoer dealer 
With this type roller bed, either half or 
the whole load can be rolled off. It is es- 
pecially valuable in delivering mixed or- 
der loads to a line of houses in various 
stages of construction where part loads 
of sheeting, dimension, etc., are needed. 

The manufacturer also offers a mul- 
tiple roller installation for a trailer chas 
sis. This installation is especially designed 
for use by wholesalers as well as retailers 
operating a number of line yards served 
by one yard. Delivery capacities range 
up to over half a large carload. The 
R-B Co., Dept. AL, Guinotte and Eu- 
clid Ave., Kansas City, Mo. 
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Since 1875... 


A COMPLETE AND DEPENDABLE 






CABINETS 


“KITCHEN *WARDROBE 
‘BATHROOM 


DOORS 


*-PANEL -FLUSH 
*LOUVER -FOLDING 


WINDOWS 


“AWNING & HOPPER 
“CASEMENT -SLIDING 
*DOUBLE HUNG 


£ 


A COMPLETE 
LINE of 


VISIT OUR DISPLAY AT BUILDING 
THE NRLDA EXHIBIT WOODWORK 


BOOTH 618 










ALL-IN-ONE SOURCE FOR 




















QUALITY MILLWORK... 












Years of insistence on quality . .. on crafts- 
manship . . . on interested service and co- 
operation go into every item of Qualitybilt 
Woodwork. This is your assurance of customer 
satisfaction . . . profitable repeat orders. . . 
the ‘‘reason why” that the Qualitybilt name 
has become synonymous with outstanding 
value in Birch cabinets, Ponderosa Pine win- 
dows and casements, hardwood and softwood 
doors; also— mantels, china cases, stair parts, 
etc. Ask your supplier for Qualitybilt by name! 
Let us prove how this complete line will meet 
your every requirement. 

























FARLEY & LOETSCHER MFG. CO. 


DUBUQUE, IOWA 


ENTRANCES +» DOORS* FRAMES + SASH » BLINDS » CASEMENTS + SLIDING DOORS + SCREENS - COMBINATION DOORS 
STORM SASH - GARAGE DOORS » MOULDINGS + INTERIOR TRIM « SASH UNITS + LOUVERS 
KITCHEN CABINET UNITS « CABINET WORK - STAIRWORK + DISAPPEARING STAIRS + “FARLITE" LAMINATED PLASTICS 
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1959 Trucks 


(begins on page 59) 





Utility Truck Bodies 


A new series of job-planned utility 
truck bodies especially made for Jeep 
chassis is now being manufactured. The 
new bodies, made of heavy-gauge cold 
rolled steel, include adjustable or per- 
manently installed shelves in all com- 
partments as well as adjustable and re- 
movable shelf and tray dividers. 

Die-formed, double-panel doors keep 
the 14” deep compartments watertight. 
Full-length hinges have rust-resistant 
stainless steel pins. Compartments hold 
a large variety of tools, equipment and 
materials required by dealers and con- 
tractors. The entire body is electrically 
welded into one integral unit. 

The new truck bodies are available in 





See this MULTIPLEX 


Display 


for 4’ x 8’ plywood sheets 


in Booth 222 at the Chicago Exposition 


This display of full-size sheets gives customer 
an accurate impression of how paneling will 
look when installed. And when a customer can 
“paint the picture” in his own mind, your 
selling job is bound to be easier. 


; MULTIPLEX DISPLAY FIXTURE COMPANY 
| 907-917 North 10th St., St. Louis 1, Mo. 


Please mail me information on your display 
! wings for plywood paneling. 


| Name 


' Company— 


| Address 


' City & State _N-58 


page 114 


Among other advantages of this Multiplex 
Swinging-wing Display is that your display 
samples can be sold as new—aot full price. 
There is no damage to the panels, for they 
slide right into place in the steel-channel 
frames. 


Any number of display wings can be ordered, 
and Multiplex is easy to install. Pivot bars are 
mounted on the wall. Display wings fit easily 
into holes which have been drilled on 3” 
centers. Rubber-roller “separators” keep wings 
properly spaced to prevent damage. 


There's a great sales potential in plywood 
poneling, and good merchandising will help 
you develop a profitable volume. Multiplex is 
designed for merchandising; get the facts; 
send for descriptive literature today. 





SMALLER SIZES ALSO AVAILABLE. 


two sizes to fit standard Jeep chassis 
A 90” body is designed for Jeep chassis 
FC 150; a 108” model is for chassis 
FC 170. Optional equipment includes 
sliding steel top, removable ladder rack, 
pipe vise rack, pipe rack and de luxe safe- 
ty-step bumper. Reading Body Works, 
Dept. AL, Reading, Penna. 
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Delivery Units by DeKalb 


The Lumber King (pictured above) 
and Lumberjack, Sr., truck bodies are 
especially designed for use by dealers in 
the delivery of light “jag loads.” The 
Lumberjack mounts on a one ton for- 
ward control chassis with single rear 
tires and the Sr. model on the same mod- 
el chassis with dual tires. 

The new Lumber King is designed 
for use by dealers in conjunction with 
bundled loads. The body mounts on a 
two-ton forward control chassis. Stand- 
ard Lumber King body equipment in- 
cludes a half cab, complete bed, clear- 
ance lights, heavy-duty front bumper 
and front and rear rollers (full width 
front—split rear). DeKalb Commercial 
Body Corp., Dept. AL, 233 W. Garden 
St., DeKalb, II. 
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Erecto Aluminum Booster 


Suitable for stacking and unstacking 
in storage areas, loading or unloading 
of trucks and railroad cars, or as a grade 
retriever in gravity lines is the Erecto 
Aluminum Booster, which is available in 
three lengths: 11842”, 14’2%2” and 
16’81%A”. 

Made of 4%” aluminum, the slider bed 
is 5” deep and 19” wide. The belt is 
heavy-duty Ruff top and is 14” in width. 
the 8” drive pulley and 44%” take up 
pulley are crowned for even belt wear. 
The standard 10’ unit may be expanded 
with a 2’6” or a 5’0” long bed section. 
A ™% hp reversible motor furnishes pow- 
er for either direction. Lamson Corp., 
Dept. AL, Syracuse 1, N. Y. 

Circle No. 214 on Coupon, page 114 
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youll 0 b 


with the one glass label everyone knows 





% 


Csak 
MILLIONS SEE IT IN MAGAZINES. MILLIONS SEE IT ON TV. On Satur- SHOW EM YOU SELL IT! Use the sales-building 
Every year the famous L‘O:F label is day afternoons, 26 million people see L’O:F displays and decals to tie in! You can’t beat 
seen over 100 million times by the thepowerfulL’O'Ftrademark whilethey ‘em for customer recognition and merchandising 
readers of these—and many more— _ watch top-rated college football teams. power. Get them from your Libbey ‘Owens: Ford 
national magazines. 175 NBC-TV stations. Glass Distributor. 








“L-O-F IS EASIEST TO CUT”, say 28 out of 30 dealers who took a 
blindfold test. That’s because L‘O°F window glass is slow-annealed to 
be less brittle .. . means fewer crooked breaks, less waste, more profit ! 


specify L*?O*F WINDOW GLASS every time you order! 
LIBBEY-OWENS:FORD a Great Name in Glaso 


TOLEDO 3, OHIO 
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SEE THEM AT THE 
NRLDA SHOW — 


— 7 


Sumber King 


1959 FORK LIFTS 








Tractor 
Mounted 
Fork Lift 


A new versatile tractor-mounted fork 
lift, which lifts 4,000 pounds at 24” 
load center and 5,000 pounds at 15’ 
load center, is available. The new 
Sherman Fork Lift, with a lifting height 
of 12'6”, has open channel ends to 
facilitate service of carriage and rollers 
without dissembling the mast. Tractor 
power steering is utilized in combination 
with a special Sherman steering valve 
and linkage, which provides improved 
maneuverability. 

The fork lift has individual brakes 
for closer turning and will travel any 
place a tractor will go, it is said. Since 
the steering wheel and driver’s seat are 
reversed, the Sherman Fork Lift moves 
in the opposite direction from normal 


Popular demand for the "Lumber- 
jack," coupled with requests from 
many lumber yards for a heavier 
unit, has resulted in the develop- 


ment of the ‘Lumber King," heavy- 
duty lumber delivery truck. 

The “Lumber King" incorporates 
many successful features of the 
"Lumberjack," such as maneuver- 
ability, ease of handling and half- 
cab design for maximum payload 
and front or rear loading and un- 
loading. A full width roller in front 
and split roller in rear, make pos- 
sible the roll-off of different 
strapped bundles on the same trip. 
‘Over 21’ of usable space permits 
loading practically any combina- 
tion of lumber, including longer 
lengths and poles. 

The economy of handling bundled 
material by a fork lift truck will 
be furthered by using a “Lumber 
King" for your deliveries. 

Write for full information. 


and the popular LUMBERJACK 


In three short years, the 
“Lumberjack” has revolu- 
tionized jag-load delivery 
in the lumber industry. A 
lower well area accommo- 
dates sheets of plywood 
and other flats. Cabinets in 
skirt area hold kegs of nails 
and small packaged orders. 


WRITE FOR 


FREE CATALOG COMMERCIAL BODY CORPORATION 


UNLOADING 


tractor operation. The Sherman revers- 
ing transmission provides the same 
flexibility of speeds in reverse that the 
tractor has in forward gears—quick 
shift and reverse direction in any gear 
speed. 

Among available accessories are spe 
cial concrete block forks and a hydraulic 
scoop bucket. Sherman Products, Inc., 
Dept. AL, Royal Oak, Mich. 
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Lift Truck 
Workhorse 


The Erickson FK-60 of 6,000 pounds 
capacity on 24” load centers (pictured 
above) is equipped with triple lift mast 
of 82” overall height lowered providing 
156” maximum fork lift. Truck also is 
equipped with Erickson  Sideshifter. 
which features no loss of load center. 

An Erickson lift truck is said to retain 
its full capacity when fitted with an 
Erickson Sideshifter. This advantage is 
attained by using the principle of a slid- 
ing jacket over the lift elevators, rather 
than providing sideshift with a separate 
attachment, announces maker. Erickson 
Power Lift Trucks, Inc., Dept. AL, St 
Anthony Blvd. and University Ave., 
N. E., Minneapolis 18, Minn. 
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GEORGE SAYS... 


with the 


hg 
Washington 


NO. 2000 DRAWER SLIDE” 


Installation costs go down . . . adaptability goes up 
.with this rugged, inexpensive, rust-proofed 
drawer slide. New grease-packed ball-bearing or 
axle-bearing wheels operate smoothly and quietly. 
Offset mounting screw holes on right and left slides 
permit adjacent use on narrow partitions. Slotted 
mounting holes provide precise adjustment. Installs 
on face frames narrow as %4° 
Actual cabinet and drawer member lengths: 17’, 
iF; 20 yee, eo, 2) saan. 


TJ ebb ale sees al 


DISTINCTIVE BUILDING PRODUCTS 








For more information see your dealer or write: 
WASHINGTON STEEL PRODUCTS, INC. 
Dept. AL-8, Tacoma 2, Washington 

















Marking 
for drawer 
member 


Placing 
member on 
drawer 


© 


Cabinet 
member tab 
for accurate, 
quick 
placement 
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Looking for extra, 


Tinh, ba 


Sell NEVAMAR for partitions..... 


76 Circle No. 63 on Coupon, page 114 


profitable volume ? 


YOU CAN GET IT QUICKLY WITR 


NEVAMAR 


THE HIGH-PRESSURE LAMINATE 
WITH A THOUSAND USES 


With NEVAMAR, you have selling features that 
channel sales to your door for every type of 
building and remodeling job. This colorful, 

ready-to-apply surfacing material comes in a 
wide range of patterns, colors and wood- 
grains suitable for numerous applications: 
sink tops, counters, breakfast nooks, bathroom 
vanities and wall panels—to name just a few. 
A NEVAMAR surface is good for a lifetime 
... never needs refinishing and stays beautiful 
with little care. NEVAMAR is stocked by 
conveniently located distributors who can give 
you prompt service. Join the many dealers 
throughout the country who are picking 

up fast, profitable business with NEVAMAR! 


——_ 
Find Your his ts 


NEVAMAR’ 


Distributor Under | 
“Plastics” in The 
> a high-pressure laminate surface 
|» designed for long life 


‘Yellow Pages’ 
oe 
+ 
- Ss | and lasting beauty 
| © fesistant to cigarette burns 


GET THE FACTS Par oop ng 
ABOUT NEVAMAR NOW 


peel in normal use 
ne not affected by alcohol, 
Look in the Yellow Pages for the gg 
name of your nearest NEVAMAR 
distributor. Or write today for all 
the information you need to be- 
come a NEVAMAR dealer. 
NEVAMAR conforms to 
NEMA specifications 


NEVAMAR DIVISION: 


® 7% NATIONAL Zit Racectt Comcoans 


Saran and Nylon Filaments —- Nevamar High-Pressure Laminates — Wynene Extruded and Molded Products 
ODENTON, MD. @ NEW YORK,N.Y. @ LONG BEACH, CALIF. @ MIAMI, FLA. e PORTLAND, ORE, 
Indianapolis, Ind: 6479 River View Dr 


Charlotte, N.C.; 5640 Wedgewood Dr . Memphis, Tenn. : 1008 N. Watkins e 


Chicago, lll.: 4900 W. Madison Street 
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1959 FORK LIFTS 
(begins on page 74) 





Introduces Heavy-Duty Liftruk 


Silent Hoist & Crane Co. announces a 
heavy-duty fork Liftruk, Model FK-30, 
of 60,000 pounds capacity. Upright 
frames, heavy steel channel construction, 
with hardened and ground steel rollers 
mounted on anti-friction bearings for 
fork apron are among its many features. 
The new Liftruk has an 8” standard 
ground clearance; higher clearance on 
request. Standard equipment includes 
electric starting and lighting, oil bath air 
cleaner, oil filter, fuel tank, horn, one 
adjustable seat. Overhead guard, clamps, 
rotators, side shift, booms, rams, special 
heights and special tires, also cab, heater 
and defroster, are available as extra 
equipment. 

The FK-30 is powered by a _ heavy- 
duty industrial gasoline engine and 
transmission mounted on rubber; a die- 
sel engine of comparable size and power 
is also offered. The Silent Hoist Liftruk 
is also available in these sizes: 3, 4, 5, 6, 
7%, 8, 10, 12, 15, 20 and 25-ton ca- 
pacities. Fluid drive and power steer- 
ing are standard. Silent Hoist & Crane 
Co., Dept. AL, 841-877 63rd St., 
Brooklyn 20, N. Y. 

Circle No. 217 on Coupon, page 114 


Three Pneumatic-Tired Trucks 


A new line of 6,000, 7,000 and 8,000 
pound capacity pneumatic-tired lift trucks 
is announced by Hyster. Called Hyster 
60, 70 and 80, the new trucks reflect the 
firm’s emphasis on functional industrial 
styling, improved operator comfort and 
better operating performance. The nar- 
row width offered with the single drive 


wheels permits all three trucks to work 
in standard, single door boxcars. Dual 
wheels are offered on all three trucks as 
optional equipment. 


All three models are powered with six- 
cylinder, heavy-duty Continental engines 
that develop 70 hp at 2,600 rpm and 168 
pound-feet of torque at 1,200 rpm. Large 
reserve power of the engine gives these 
trucks the fastest lifting speed in the in- 
dustry, up to 66’ per minute, claims 
Hyster. 


Standard transmission is a two-speed, 
constant mesh unit with a long-life fer- 
amic faced clutch. Hyster’s newly de- 
signed two-speed power shift is available 


on any of the three trucks as optional 
equipment. 

Hyster also announces a new 30,000 
pound capacity straddle truck carrier 
Hyster Co., Dept. AL, 1003 Myers St., 
Danville, Ill. 
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WHERE THERE’S 
BUSINESS THERE’S 
A BUSINESSPAPER 




















ra 
FOR THIS 
CHRISTMAS... 


\ 


on gh * 


4 


e For Homes and Stores 


MRAM 25 


OUT OOK CHRISTMAS DEC = 
aan 


A 
4 \ 


A‘ iTVuic » ) : 
PLEASANTVILLE ROTARY CLUB 
bad ye ie oll 

#. ~ 


e For Advertising 


e For Community Projects 


For several years past, a great many Homasote 
Dealers have made as much (or more) money 
in the last quarter of the year as in any other 
They have done this by pushing Homasote for 
trainboards and Christmas tree platforms —and 
Easi-Bild* Patterns for Christmas Displays of 
many types. 

This year they will push, not only the old, 
tested best sellers, but also sensational new 
displays that move. Santa waves his greeting! 
His reindeer gallop! (There are similar displays 
for other seasons of the year.) 

You sell these patterns—plus the full bill of 
materials—to home owners, to advertisers, to 
retail stores, to the promoters of community 
Christmas projects. You make a 334% profit on 


HOMASOTE 


COMPANY 


In U. S., kindly address 
Trenton 3, New Jersey. 


in Canada: Toronto, 
Ont.—P.0. Box 35, 
Station K 





NAME 


ADDRESS 





cITYy 


Easi-Bild Motion Displays 
) Homasote Roofing 

Trussed Arch 

Poultry Houses 


the patterns and your usual mark-up on all the 
materials required. Each pattern specifies every- 
thing needed. Our national advertising tells them 
they can buy everything from the Lumber Dealer 
We urge you to get the full facts on this 
proved program for building your last quarter 
sales. Every home, church, club and business 
organization in your community is a prospect. 
The fool-proof patterns include Santa, his sled 
and his reindeer, Nativity Scenes, 
outdoor Madonna, greeting cards, 


choir boys and many others cmaent 


Write, wire or phone for the full 
details — today. 


{fest 


#T. M. Reg. Easi-Bild Pattern Compar — 
—— | 


Send the literature and/or specification data checked 


Easi-Bild Patterns 
Grooved Vertical Siding 

} Homasote (72-page) 
Handbook 


STATE 
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iv : oe Has Pedal-Controlled Drive the conventional gasoline engine provide 
1959 FORK LIFTS a flow of hydraulic oil under pressure to 
(begins on page 74) Called Towmostatic Drive, a new sys two positive displacement piston-type 
tem of pedal-controlled power transmis motors, which in turn furnish power to 
sion for Towmotor fork lift trucks con each of the drive wheels. A single oil 
trols both forward and reverse move reservoir offers ample capacity for the 
ment. This type of power transmission is transmission requirements and all other 
operated entirely by the driver’s left foot hydraulic functions of the lift truck. The 
and completely eliminates the clutch as two hydraulic pumps, powered by the 
sembly, transmission, drive line, differen engine, also furnish the hydraulic power 
tial and shifting mechanism. for lifting and tilting. Towmotor Corp.. 
Control action is a completely natural Dept. AL, 1226 E. 152nd St., Cleveland 
one, since a gentle forward, or toe pres- 10, Ohio. 
sure moves the lift truck forward and a Circle Ne. 219 on Coupon, pave 114 
slight heel pressure actuates reverse 
travel. Inching of truck is accomplished 
by this same pedal control. 
Here’s how Towmostatic works. Two 
constant displacement pumps driven by 








Develops a Hi-Lifter 


Up to 4,000-pound loads can be raised 
22%’ with the new Kwik-Mix Hi- 
Lifter through use of a three-piece tele 
scopic boom. The new unit is designed 
to operate 12 months a year over practi 
cally all ground conditions. Top maxi 
mum weight lift with the fork truck (to 
10’ and also using a 24” load center) is 
6,000 pounds. Fork mast on the Hi-Lift 
er is all hydraulically controlled. In ad 
dition to offering high lifts, the telescop 
ing mast allows entrance into low 


. . - ’ re roo areas. 
This typical rental customer came in to rent a Clarke rug _ ge orton onl of power steering, con 
f é zg, Cc 


shampoo machine — and she’s going out with a carload of venient placement of controls, four- 
merchandise, things she decided to buy once she was in the wheel drive and large tires are respon- 
store. Income from the transaction is a sizable sum and it’s sible for good traction and easy move 
all directly derived from the Clarke rental department. That, ment. Top speed for long hauls or mov- 
after all, is what brought her into the store. ing from job to job is 18 mph. Power 
: unit is a 70 hp water-cooled gasoline en- 
You, too, can reap handsome profits from customers like this gine. An automatic transmission pro 
by establishing a Clarke floor machine rental department in vides smooth stop and go operation and 
your store. The Clarke rental plan offers you a complete line three speed ranges, forward and in re- 
of finest machines plus all sorts of merchandising aids to verse. Kwik-Mix Co., Div. of Koehring 
increase your store traffic, sales and profits. Write for details. Co., Dept. AL, 235 W. Grand Ave., 
d Port Washington, Wis. 
Circle No. 220 on Coupon, page 114 


larke SANDING MACHINE COMPANY 
4611 E. Clay Ave., Muskegon, Michigan 


Authorized Sales Representatives and Service Branches in Principal Cities Two new Ranger fork trucks of 4,- 
In Canada: Clarke Sanding Machine Co. (Can.) Ltd., 21 Advance Rd., Toronto 18, Ont. 000 and 6,000 pounds capacity are suit- 
ed for all-weather handling duties 
around lumberyards and building sites. 
Named the Ranger 40 and Ranger 60, 
they feature high lift speeds and bi- 
angular steering for complete maneuver- 
ability. Equipped with both two-wheel 
and four-wheel drive, the Ranger trucks 
have an oscillating rear axle, which per- 
mits the machines to travel over rutted 
Floor Polisher Floor Sander Wet-Dry Vacuum Cleaner Floor Edger Rug Shampoo Machine ground and still maintain traction with 
(continued on page 80) 


Two New Ranger Fork Trucks 
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you WON’T 
find any 
rocking chairs 


N LDA prouers 
EXPOSITION 


IN CHICAGO’S 


INTERNATIONAL AMPHITHEATRE 


November 22-25! 


B ut you will find thousands of 
smart retail lumber dealers who, like 
yourself, are on their toes and going places! The building materials industry has long 
since come off its rocker and stepped double-time into the parade of progress. Today 
you are pacing one of the fastest-changing industries in America’s dynamic economy— 
and the 1958 NRLDA Exposition is your key for keeping in step. 
It’s your national marketplace for industry knowledge—of products, grades, methods, 
applications, availability, cost, financing, management. Hear outstanding dealers and 
industry experts discuss— 








MERCHANDISING TO EXPAND YOUR MARKETS NEW PROFITS IN FARM BUSINESS 

BETTER SALESMANSHIP HOW TO SELL MORE HOME IMPROVEMENTS 
WHAT’S AHEAD FOR DEALERS MERCHANDISING KITCHENS 

PERSONNEL MANAGEMENT COMPETING AGAINST PACKAGED PREFABS 


Attend the only show in your industry featuring live-action demonstrations—New Developments 
in Materials Handling ... New Markets for Component Construction . . . 
New Concepts of Merchandising and Store Planning 


NATIONAL RETAIL LUMBER DEALERS ASSOCIATION 
NRLDA Exposition, 302 Ring Bidg., Washington 6, D. C. 


Please send: 

[_] Details on exclusive budget-priced NRLDA-HILTON HOLIDAY package 
[-] Hotel Reservation Forms [_] Exposition Registration Forms 

NAME _ 

FIRM 


ADDRESS - } 
7 \|cuicacoy EAPO ri 
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all four wheels. Bi-angular steering, a 


1959 FORK LIFTS combination of standard Ackerman steer- 


(begins on page 74) ing 


and wagon-wheel steer, gives the 
Ranger a short turning radius despite its 





relatively long wheelbase, announces 
Clark. 

The fork trucks will travel 23 mph 
both forward and reverse and will climb 
grades of 37% to 43%. A six-cylinder 
Continental gas engine of 244 cubic inch 
displacement is used on both machines, 
coupled with a four-speed Clark trans- 
mission and 12” diameter clutch. The 
hydraulic system, protected by a built-in 
relief valve, provides lift speeds, loaded, 
of up to 100’ per minute. Industrial 
Truck Div., Clark Equipment Co., Dept 
AL, Battle Creek, Mich. 
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80 


hite Fir 


TW&J, the West's 
largest producers 
of White Fir lum- 
ber offer HIGH 
ALTITUDE, OLD 
GROWTH, TOP 
QUALITY stock 
suitable for fram- 
ing and sheathing 
in home and con- 
struction use. 


is available fons ear-around- delivery in both 
1%" and 1%e6° thickRess.TW&J-alsosmanufac- 
ture and offer PREM QUALITY<WHITE 
FIR LINEAL MOULDINGS ad “FLUSH DOOR 
CUT STOCK. 

i, 


WHITE FIR 1S ONE OF THE SIX WESTERN WOODS SUPPLIED BY TWEJ 
Tartrer.Werster & Jounson. INc. 

'@) B = 

San PR ta 1° Camel [Wray 


PRospect 6-4200 Teletype SF 211 
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Introduces Gas Truck Line 


A new Yale G-5 Series of 15,000 to 
20,000-pound capacity cushion tire gas 
trucks bring to heavy-duty handling the 
economies of gas operation in a line of 
trucks with rugged design and a fast 
cyclic rate of operation. The G-5 Series 
overall dimensions permit easy opera- 
tions in and out of freight cars and 
maneuverability in cramped operating 
areas 

The nested channel assembly of the 
truck utilizes an 11” wide outer section 
and a 9” wide inner section. Weight of 
the load is placed directly onto a rugged 
Yale planetary drive axle, strongest sin- 
gle member on the front end of the 
truck. Channel rollers are located at the 
bottom of the moving channels and the 
top of the stationary channels giving 
the largest possible roller spacing at ev- 
ery height of lift. Lifting speed under 
load is 50’ per minute; unloaded, 60’ 
per minute. 

Rapid acceleration and instantaneous 
power response are provided in this new 
truck line through a fully automatic 
torque converter transmission with two 
speed ranges. The Yale & Towne Mfg. 
Co., Dept. AL, 11000 Roosevelt Blvd., 
Philadelphia 15, Penna. 
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Rigid Shoe Carrier 


Called the 12RH, a rigid shoe carrier 
with lifting and carrying capacity of 12,- 
000 pounds, may be used in many ap- 
plications in mill and yard. The 12RH 
operator enjoys full 360° visibility, 
which is an important safety feature as 
well as an aid to speedy pickup and 
placing of loads. 

Other features of the Gerlinger 12RH 
Carrier are torsion bar suspension and 
Torqmatic transmission, which reduce 
driver fatigue. A highly maneuverable 
carrier in the six-ton capacity range, the 
12RH is powered with a 223 cubic inch 
Ford Industrial engine. 

The 12RH is available in two mod- 
els: with a half cab (pictured above) 
or with convertible cab top. Gerlinger 
Carrier Co., Dept. AL, Dallas, Ore. 
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Now’s the time to sell AP | 


CAULKING -GLAZING-SEALING PRODUCTS 


Don’t wait! Ask your DAP wholesaler to 
give you a quick picture of how the big DAP 
program can boost profits for you. Take ten 
minutes to see and judge the sales you'll get 
from DAP national ads seen month after 
month by 40 million readers of the best con- 
sumer magazines.* Check the bright new 


packages—special display banners, folders 
and other store merchandising aids—full line 
of fine quality products that answers every 
home need. DAP is the name to remember 
in caulking, glazing and sealing products. 
Call your wholesaler or write us for his 
name and address. 


* Advertised the year round in The Saturday Evening Post, 
Popular Mechanics, Household, Sunset, Progressive Farmer, 
Family Handyman and other magazines. 


DAP KWIK-SEAL® 





Wonderful satin-white sealer in handy 
tubes with dispenser nozzle—for quick 
sealing jobs around tubs, sinks, tiles, 
lavatories, and countless other uses. 
Waterproof, fast-drying, permanent. 
Shipped to you in smart display 
cartons that make extra 
sales for you at good traffic 

points in your store. 


See Kwik-Seal and all 
DAP products in colorful 
new catalog. 


Factories in: Dayton, Ohio «* Alexandria, Virginia * Chicago, lilinois * Decatur, Georgia 
Dallas, Texas * Richmond, California * Xenia, Ohio * Melrose, Massachusetts 
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Offers New Tractor-Loader diesel engines. Tractor and Implement 
Div., Ford Motor Co., Dept. AL, Bir 
1959 TRACTORS Ford’s new tractor-loader industrial mingham, Mich. : 
“package” has two-and-a-half times the Circle No. 224 on Coupon, poge 114 
lift capacity of any previous Ford load- 
er. Both tractor and loader are designed 
for versatile, high-production work of 
the most punishing kind. The new Su- 
per-Duty loader has a 2,500-pound lift 
capacity, 5,500-pound break-away limit, 
lift height of close to 11’ and bucket 
sizes up to one cubic yard. Hydraulic 
power for the loader comes from an in- 
dependent “universal” hydraulic pack- 
age. 
The tractor can carry up to 7,000 
pounds on its front axle and is designed 
to isolate driver and engine from the 
shocks encountered in rugged industrial 
service. Two tractor models, the 1821 
and 1841, are offered with gasoline or Develops New Tractor Line 








This new International Cub Lo-Boy 
tractor is one of 12 new International 
and Farmall tractors, in six power sizes 
and virtually unlimited number of mod- 
els, now available. With more than 25 
pieces of time and labor-saving equip- 
ment offered for use with this handy 
12.8 estimated engine hp tractor, the 
| Cub Lo-Boy can handle a wide variety 

ava et | mes | of jobs, such as, pulling the tractor- 
| fe) INSTA a — ; age trailer (pictured above) for making up 
orders in the lumberyard. 

New features of the new line include: 
six-cylinder, multi-range engines in the 
larger tractors, three-point Fast-Hitch for 
those who have three-point implements, 
new and more powerful hydraulics, ad- 
vanced styling and a wide selection of 
gas, LPG, distillate or diesel engines, In- 
ternational Harvester Co., Dept. AL, 
180 N. Michigan Ave., Chicago 1. 
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PACKAGE 
CHIMNEY 


The new McQuay Package Chimney 

is the finest. It tests better because it is 
by McQuay, with more than 

a third of a century of heating experience 
—and is easier and faster to install. Com- 


pare McQuay quality, compare erection Z rm Henry 900 Tractor Shovel 


time and costs, compare McQuay advan- - ; 
tages. Th . 1 om hy th Q je a C % A new tractor shovel, designed with 
ages. 1 hen you Il see why the new | cQuay greater eye appeal and built specifically 
Package Chimney excels in every way. See for the Fordson Major tractor, is avail- 


your jobber or write McQuay, Inc., 1616 ; able. Called the Henry 900 Tractor 
Broadway St. N.E., Minneapolis 13, Minn. . . Shovel, it has a self-leveling bucket and 

4 ~ aay bucket position indicator as standard 
CHECK THESE FEATURES AGAINST THOSE equipment. Through the strength of sol- 
OF ANY CTHER CHIMNEY! ig = and Starter ies in one id steel lift arms, the Henry 900 has a 
@ STAINLESS STEEL FLUE @ HANDLES ALL = {nil for {ost efection ported by ox, breakaway capacity of 5,000 pounds and 
FUELS @LIGHT WEIGHT e STRONG AND DURABLE clusive McQuay stainless steel and a lifting capacity of 3,000 pounds to a 
@ LONG LIFE @ BAKED-ON FINISH @ QUICK IN-  Sluminized stee! tension spring spacers. full height of 9’. ; 
STALLATION @ LOW INSTALLATION COSTS @ ture top to bottom for peak efficiency Maximum tilt back of its bucket is 


COMPETITIVELY PRICED e SAFE—U.L. APPROVED __ under steady or intermittent firing. 25°, while the bucket’s maximum dump 


angle is 50°. Smooth, quick, lifting is 
powered by two lift cylinders having a 


C, P bore of 3%”, a stroke of 30” and 
chrome piston rods of 134” diameters. 

s Two different bucket sizes are available; 

a 60” bucket having a capacity of %4 

INC. yard heaped or % yard struck and a 66” 

bucket with a capacity of % yard 


vi heaped or % yard struck. Henry Mfg 
Co., Inc., Dept. AL, Topeka, Kan. 
AIR CONDITIONING + HEATING « REFRIGERATION 3 
Circle No. 226 on Coupon, page 114 
Circle No. 61 on Coupon, page 114 
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Saltau) 
akommet-tiitare, 


PROFITS 


with 
Simpson Forestone* 


...and no ceiling material 
like Forestone 


@ Forestone’s rich textured fissured 
surface absorbs up to 70% of the noise 
that strikes it . . . may be repainted 
repeatedly without appreciable loss of 
sound absorption or luxurious decora- 
tive appearance. 

Materials that only look like Forestone 
cannot provide the same sound condi- 
tioning and permanent beauty. Why 
take chances with customer satisfac- 
tion when Forestone is so economical 
and easy to install... gives you the 
high markup and faster sales that bring 
greater profits? 

Buyers are pre-sold by full color, full 
page ads appearing regularly in THE 
SATURDAY EVENING POST, BET- 
TER HOMES & GARDENS, HOUSE 
BEAUTIFUL and SUNSET. You get 
extra impact by using free Forestone 
display and selling materials. 

Cash in on the growing demand for 
this high profit, low cost genuine fis- 
sured acoustical material. Call your 
Simpson man today. 





RELY ON 


nestone. 


ACOUSTICAL CEILING MATERIAL 


FOR MORE FACTS MAIL THIS COUPON NOW 
—_ ee eee nm eee ee eee 
Simpson Logging Company ! 
1014J White Building, Seattle 1, Washington ! 
Please send complete information and name of my nearest 


} .- =a Simpson Distributor. ' 
” : ~~ ” NAME___ ' Semoes 
ye , 2— 
4 FIRM___ na 
f 4, ze ADDRESS_ 
“yy : sy c CITY : ZONE___STATE__ 


: Tongue-and-groove flanged joint makes 


*REG. U.S. PAT FF. — U.S. PAT. NO 2,791,289 Al-81 


Forestone quick n' easy to install. 
oe eee em er me 
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1959 TRUCK MIXERS 





CMC Transcrete Truck Mixer 


CMC Transcrete features an exclusive 
swing-out hopper. A lever movement 
swings the charging hopper out of the 
way for steady controlled discharge of 
any slump concrete. Deep “L” section 
progressively spiraling blades running 
the entire length of the mixing drum 
are said to give CMC Transcrete more 
thorough mixing and faster discharge 
of even 0” slump concrete. 

Among other profit features standard 
on all CMC Transcretes are: exclusive 
floating drive said to eliminate main 
cause of chain failures; dual drum con- 
trols that allow operation of forward, 
reverse, throttle and water adding at 
both discharge and cab end of mixer; and 





~ RENT PAYERS” 


Adjustable Closet Rods 


Storm Window 
Ventilators 


1%, 


Sliding Towel Racks <9 


Adjustable 
Shelf 
Supports 





Built-in Shoe Racks 


4yLEIGH 


You, too, can “pay the rent’ with steady, profitable sales 
of these popular time and trouble savers. Like all other 
Leigh building products, each is styled to please, built to 


last, priced to sell in a hurry. 


Every home now being built or modernized in your area 
will need these particular Leigh products in the weeks just 
ahead, Your jobber is stocked to deliver — call him now! 


FREE CATALOG of all profit-building Leigh products, 


Ask your jobber or write to us. 


LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 


1858 Lee Street 


Coopersville, Michigan 


In Canada: LEIGH METAL PRODUCTS LTD. 72 York St., London, Ontario 


@ 


de 
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BUILDING PRODUCTS 
Aristocrat Mail Boxes 
Full-Vu Bi-fold Doors 
Outdoor Accessories Ventilators 
Ventilating Fans Range Hoods 
Folding & Sliding Door Hardware 


Awnings & Canopies 
Closet Accessories 





16” width, externally braced, discharge 
chutes with fold-over end chute. 

CMC Transcretes are available in 
five sizes, 4 to 7 yards, with separate 
engine drive and four sizes, 5 to 7 
yards, with truck engine drive. Construc- 
tion Machinery Co., Dept. AL, Waterloo, 
Iowa. 
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Rocket Truck Mixers 


The Rocket’s low price is said to in- 
clude many convenient features, which 
enable drivers to operate more efficient- 
ly. Unit used by McClure Lumber Co. 
pictured above is a 342 cubic yard mixer, 
which makes an attractive combination 
on the F-700 Ford chassis. Models also 
are available in NRMCA approved ca- 
pacities of 4, 5, 6, 7 and 8% cubic yards. 
The portable plant can be varied to suit 
the individual operator’s requirements, 
says maker, and can be supplemented 
with bulk cement plant MHA 30, 31 and 
32. Concrete Transport Mixer Co., Dept. 
AL, 4985 Fyler Ave., St. Louis 9, Mo. 
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New Truck Engine Drive 


A new truck engine drive for West- 
inghouse mixers is unlike most front-of- 
engine power takeoffs introduced for 
truck mixers. The Westinghouse drive, 
from engine to drum transmission, uses 
enclosed gears throughout. Two sets of 
bevel gears transfer power from engine 
to side of truck frame. Drive shaft, with 
grease-packed universal joints, transmits 
power back to drum drive transmission 
through two sets of bevel gears. 

Drive is adaptable to practically any 
truck on which engine crankshaft has or 
can be fitted with takeoff face and if 
drive assembly from engine to offset 
drive can be run under or through hole 
in radiator. Drive unit includes mecha- 
nism for adjusting engine speed from 
either end of mixer. Front end mechan- 
ical clutch may be had as an option. 
Standard 2-speed drum-drive transmis- 
sion, plus reduction in offset drive and 
ready adjustment of engine speed, per- 
mits all desirable drum speeds. West- 
inghouse Transit Mixer Div., LeTour- 
neau-Westinghouse Co., Dept. AL, 
P. O. Box 853, Indianapolis 6, Ind. 
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160 boards at a time... by lift truck 
with boom attachment. This way, 
two men unload a 30,000 bd.ft. car 
in about one hour. 








10 boards...one at a time... by hand. This way, it takes 
about 30 man-hours to unload a 30,000 bd. ft. car, and 
it’s a lot harder. 


Photographs taken at Mayfair Lumber Co., Chicago, Ill. 


PERCE RR ANS CRIN IES. 8 


You can see the difference 
packaged lumber makes 


If you have a fork lift truck, you can save time and money unloading 
packaged lumber. The Signode Lumber Dealer Portfolio shows how to do 
it...without a boom loader or with the Fowler Loader in either of two 
capacities. The Portfolio includes a list of 125 mills that ship or are pre- 
paring to ship packaged lumber, and much other useful information. 
For your free copy, write: 


SIGNODE STEEL STRAPPING CO. 


2605 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
First in steel strapping In Canada: Canadian Steel Strapping Co., Ltd., Montreal « Toronto 
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W. K. EARLY and SON, Inc. 


“The Best For Less — lo eee oe Wo Sales Tax Either” 
RAILROAD AVENUE 


Tim PAIN T= Sig emer 


ere Cert ere Sra — ee ae West Const F 18 
— § wen 


2-4. lengths. FAMOUS GLIDDEN’S Pune — Por Beard Fest 
10 sas 1D 8c GLIDDEN’S OUTSIDE WHITE 


mtn Oe ae SATIN PAINT to 5300 rm etst.. 19¢ 


Pree Aer a Y AL 








18 foot 
Por Boord Feat 10 COLORS — Per Gatton $2.75 














REMEMBER! — Sn 
W.K Early & Son DIERKS ROCK WOOL 


SOFT TEXTURED, ARKANSAS 


Nationally PINE FINISH BOARDS INTERIOR PRE-CUT, PAINT GRADE 
a) POPS Bl cheb MISULATION 


\dvertised jame 25¢ ene Cn Mitered amd Drilled jrvemen 3220 

Brands ead | Mee Oy Sera smn 

JOHNS MANVILLE BEADED CEILING saeel Per 3900 
Set 


SMa da4 
: a op LE 20- Per Sot 342 Beth toons Dressed ter Neiting 


> % 
GLIDDLN ~ — 
— T ~ $00): 
‘ 
Te Boy The Boa ET i ie G xt hd pall a 
_——E Sheet each ew ne wacom 


RECENT AD inserted by W. K. Early & Son in Galax, Va., paper shows how price is used io 
fight competition from a giant low-price yard 18 miles away. Costs have been reduced so deai- 
er can earn a profit at these prices. 


2Omr4sree 









































Small Yard Licks Price Competition 


How? By cutting expenses and selling on cash-and-carry, yard com- 
petes with big, low-price chain. 


Competition from a big, low-price yard which features Pollard began to study Lowe’s operation. He came up 
cash-and-carry was slowly crippling dealer Tim Pollard with six operating principles, now guideposts for his own 
— decided to switch to cash-and-carry himself. business. They are: 

e result: pro 3% e Se / ol- : cam 

: rela fits up 6: ve the same overall vol 1. Slice operating costs. Pollard says he has cut operat- 
ume; operating costs cut from 24% to 15% of sales; ing costs from 24 to 15% of sales by eliminating delivery 
break-even point cut 33% %. o as ocsiiiaiites: sea Pdr ioe vets ra Pega Ae 

Tim Pollard, who runs W. K. Early & Son, Inc., ee ee 
Giles. Vs mer Rasp His 17-man payroll was cut to nine. He sold six of his 

alax, Va., turned to cash-and-carry early this year, af- : ‘ ‘ aie J, ; 

hi ie lee nine trucks. Customers now select and load their own 
ter watching more and more of his customers drive over merchandise. They pay for any prefabrication, such as 
to Sparta, N. C., 18 miles away, where a branch yard of per es m= pay sa di pes : ay : 
the big Lowe chain operates. (AL, March 17, 1958, p. 40) ve at c 

Pollard’s customers were gradually succumbing to the 2. Buy maximum quantities. When you find a good buy, 
lure of “low, Lowe prices.” His volume was dropping. It Pollard advises, pick it up at the maximum quantity dis- 

count; buy carloads and truckloads only. 


was harder and harder to make a profit. 

3. Take every discount. That 2% cash discount can rank 
high in operation expenses. Pollard says it may be as 
much as half of a year’s net profit. 

4. Feature popular brands. While Pollard admits that 
price is mighty important, he also knows the importance 
of well-known brands in which the customer has confi- 
dence. His store and yard features such well-known brands 
as Celotex, USG, Glidden, J-M and Dierks. 

5. Watch operating costs. Pollard figures his break- 
even point each month. He finds it about one-third lower 
than it used to be under his full-service policy. 

6. “Bargain” look. Pollard tries to give his store and 
yard a “bargain look” by using rough tables to display 
hardware, using hand-made signs and piling up the mer- 
chandise in stacks. 

When Pollard was studying Lowe’s, he decided to ex- 
periment with one item and observe the results. He chose 

. =) gypsum board. 

+ Jee CWe've always sold a lot of it,” explained Pollard. “I 
i> set the price the same as Lowe’s and stuck to the cash- 

a. and-carry idea. Within six weeks our volume had jumped 

CHECKING BARGAIN BINS, manager Pollard, right, and store over 300%. 

clerk (a former carpenter) make sure things are not too neat. “Next I tried flush doors. Our cash-and-carry com- 

He has been able to sell high-quality products in this display petitor was selling a very good door. I selected one just a 

fashion. (continued on page 90) 








— att 


86 November 10, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 







































self 


to 


PROFITS 
with 


MALT-A- 

















MAGIC 


the new 
precision balanced 
double-hung 
wood window 
with removable sash 








Balance 
mechanism 


First, show-off the new MALT-A-MAGIC window to 
all your customers. Be sure and point out that this 
double-hung window has a new and different balance 
system for greater convenience and easier operation. 

Let your customers try the easy finger-tip move- 
ment of both sash .. . let them try the instant sash 
removal and replacement from any position . .. up or 
down. No gadgets to operate, just push sash to left 
and remove. 

Point out the simple, foolproof, concealed balance 
system that engages and disengages sash automat- 
ically. Be sure to mention that MALT-A-MAGIC is 
precision milled from first quality Ponderosa Pine, is 
toxic and water-repellent treated, and features time- 
saving installation. 

Before you know it you’ve made a profitable sale 
...and another... and another. Show all the windows 
in the MALTA line . . . demonstrate them point by 
point and you'll really be in the money! 


MALT-A-MAGIC © MALT-A-MATIC © MALT-A-VENT 
MALT-A-GLIDE © MALTA TOWN and COUNTRY 


THE 


Member Ponderosa Pine 
Woodworking Assn. 
& N.W.M.A 


MFG. CO. 
Malta, Ohio 
Supreme Quality Since 1901 


Circle No. 59 on Coupon, page 114 


November 10, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 






















Timber 

Logging 
Sawmilling 
Remanufacturing 
Wholesale 


REDWOOD AND 
DOUGLAS FIR... 
FROM OUR OWN 
TIMBER STANDS 


CALS PAC 


REDWOOD 





CAL-PACIFIC 
REDWOOD CO. 























RIS + WCLB 
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ONLY KAISER ALUMINUM 


DIAMOND-RIB 
ROOFING HAS 
aR WARRANTY 


NEW 30-YEAR WARRANTY AGAINST CORROSION! IT’S IN 
EFFECT RIGHT NOW! YOUR PRESENT STOCKS ARE COVERED! 


Now you can offer your customers complete 
assurance in writing that the Diamond-Rib roofing 
you sell is protected up to 30 years against cor- 
rosion. Here’s the 30-year protection plan you 
offer your customers: 


1. Diamond-Rib roofing and siding will not rust, 
even without painting. 


2. If any Diamond-Rib sheet leaks as a result of 
corrosion due to the elements... 

(a) Within 10 years, Kaiser Aluminum will 
furnish new material for replacement 
without charge. 

(b) After the 10th year and to the 30th 
year, your customer may obtain new 
replacement sheets by paying only 5% 
of the retail price for each year of ser- 
vice after the 10th year. 


. To be covered by the warranty, Diamond-Rib 


roofing and siding must be applied according 
to Kaiser Aluminum instructions and with 
Kaiser Aluminum roofing and siding nails. 


. Diamond-Rib sheets must be insulated from 


direct contact with dissimilar metals, and must 
not be in contact with the ground or with harm- 
ful chemicals, fumes or vapors. 


. The warranty covers farm and residential in- 


stallations anywhere within the continental 
limits of the United States. It does not apply 
to industrial installations. 


. Warranty application cards will be furnished 


with each sale of Kaiser Aluminum Diamond- 


Rib roofing and siding. 


See “MAVERICK.” Sunday evenings, ABC-TV Network. Consult your local TV listing. 


























*% Stronger for every use 


% Longer — 14’ and 16’ lengths 


reRa ME Siclalelelae| 


* Wider 48” net coverage after 
lapping 


* Diamond embossed for added beauty, 


less glare 


*% Simple to stock one width, one gauge, 


one finish 


* More uses for carports, patios and all 


telat tial iaileyal 


GET FULL DETAILS NOW! 


For complete information about Diamond-Rib 
roofing’s sensational 30-year warranty against 
corrosion — plus specimen warranty certifi- 
cates and warranty application cards — 
contact either your Kaiser Aluminum Dist- 
ributor or your Kaiser Aluminum sales rep- 
resentative. 

Kaiser Aluminum & Chemical Sales, Inc., 
Merchant Products Dept., 919 N. Michigan 
Avenue, Chicago 11, Illinois. 





ALUMINUM 


“THE BRIGHT STAR OF METALS” 
See you at the fifth annual National Retail Lumber Dealers Association Building 


Products Exposition, International Amphitheatre, Chicago, November 22-25 








Sell two big markets 


WITH 


Now in Our 60" Year 


Adjustable Shelf Hardware 


You consistently sell two profitable markets when 
you stock K-V shelf standards and brackets. 
Builders know the important influence these qual- 
ity K-V finishing touches have on sales. And the 
do-it-yourself remodelers appreciate the profes- 
sional job they get with these easy-to-install 
fixtures. 


FOR BUILT-IN SHELVES 


Perfect for built-in shelves constructed 
to last the lifetime of a house. Can be 
mounted on surface or flush. Sheives 
can be quickly adjusted, easily aligned. 
No. 255 standards come in 24 inch 
to 144 inch lengths. 4 

No. 255 Standard 
No. 256 Support 


FOR OPEN WALL SHELVES 


These sturdy standbys are availabie 
in satin anachrome or brushed brass 
finish. They add smartness to any 
room and provide excelient storage 
space on open walis. Standards avail- 
able in 18 inch to 144 inch lengths; 
brackets in 4 inch to 20 inch lengths. 


No. 80 Standard 
No. 180 Bracket 


FOR EXTRA HEAVY DUTY 


Best on the market for heavy-duty 
installations. Recommended for heavy 
storage in hcmes or for paint, hard- 
ware or grocery stores or for hangrod 
installations. Standards available in 
lengths of 36 to 144 inches, brackets 
from 12 to 24 inches. No. 87 extra heavy-duty standard 

No. 187 extra heavy-duty bracket | 


een nn  eriiammentieeneticeenstionenstitonsetiomedinnssstiememsntien! 


Ask your jobber or K-V sales representa- 
tive about the popular packed units of 
K-V 80-180 standards and brackets and 
K-V 233-239 standards and supports. 


KNAPE & VOGT MFG. Ci). 
Grand Rapids, Michigan 
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BARGAIN ATMOSPHERE in the W. K. Early & Son, Inc. store, 
Galax, Va., is carefully calculated to make merchandise look 
like fast-moving, low-priced stock. This is the way his customers 
prefer his store to look, says manager Pollard. 





LICKS PRICE COMPETITION 
(begins on page 86) 





little better, set the price a shade above his. Between 
August 15 and December 1, when building was tapering 
off last year, we sold more flush doors than we ever sold 
in a full year before.” 

Slow change-over. Pollard found that it took about 
three months to change-over to cash-and-carry com- 
pletely. He carefully evaluated every item to be sold, set 
buying quantities and buying and selling prices. 

Pollard isn’t fooling when he says he has cut down 
customer service. For example, when a customer wants a 
one-light kitchen door, Pollard shows him the rack where 
unglazed doors are kept and the customer selects his own 
door, a sheet of glass and four mitered molding strips. 

“We'll be happy to glaze it for you at our regular set-up 
fee,” the customer is told. A customer for a window is 
given a bundle of parts and makes his own set-up unless 
he pays the yard’s service charge for this operation. 

Same price for everybody. Explaining the one-price pol- 
icy, Pollard says: 

“We used to buy a gallon of paint for $3.89 and put 
a $6.29 tag on it. We’d ask and get this price from the 
consumer, who doesn’t haggle. But when the contractor 
and the big job comes along, you sell your paint for $4.15. 

“Under our new plan we sell to everyone for $4.96. 
We don’t play favorites with anybody.” 


* 


LOW PRICES and no service go hand-in-hand at W. K. Early 
& Son, Inc. When you want a one-light door, you get the ma- 
terials, do your own assembly. Many folks want to buy this 
way, get good products at a saving, according to this small- 
town dealer. 
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30,000 Building Industry Men 
Can’t Be Wrong 





Year after year, leaders in the building in- 
dustry from all parts of the country attend 
NAHB’S Annual Convention and Exposition 
in Chicago — acknowledged the greatest 
show of its kind in the world. 









These men know that nowhere else, at so little cost and 
in so short a period of time can they see so many new 
products and developments and hear so many new ideas 
which they can profitably put to work in their own business. 


The 1959 event—January 18 to 22—will be greater 
than ever—a record number of exhibit spaces; a 
program sparkling with nationally known experts in 
all phases of the building industry. To insure you a 
comfortable stay, NAHB has been assigned a total 
of 2,000 more first class hotel rooms than ever before. 


MAKE YOUR RESERVATION NOW! 


NAHB and Affiliate Members: Register through your 
local Home Builders Association or, if not affiliated 
with a local, register direct with Convention & Expo- 
sition headquarters, address below. 


All Non-Members of NAHB: Register direct with Chicago 
Convention and Exposition headquarters. 


ADVANCE REGISTRATION FEES— $15 for Men; $10 for 

' Women—MUST ACCOMPANY ALL REQUESTS FOR 
HOTEL RESERVATIONS. NO RESERVATIONS MADE 
OTHERWISE. 


Make checks payable to National Association of Home 
Builders. Be sure to show clearly in your application 
your name, address, type of business, type of hotel 
accommodations desired and date of arrival and depar- 
ture for each person covered. 


DO IT TODAY AND AVOID DISAPPOINTMENTS 








.. 
ak 
{i ¥. 
Sat 3) NATIONAL ASSOCIATION OF HOME BUILDERS 
CONVENTION & EXPOSITION HEADQUARTERS 
140 §S DEARBORN ST CHICAGO 3 ILLINOIS 
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New plant... equipment due... floor flooded ! 






Fioor drained... 





painted damp... 





equipment moved 






in next morning! 










Trar's the story of the fine new plant of Quezon 
Cordage Mills of Winchester, Mass., manufacturers of 
clothes lines and mops, a corner of which is shown in 
this photograph. 

The equipment was due to arrive, but heavy rains on 
the still ungraded area around the building flooded the 
floor! After a fast sweep-and-mop, the damp cement 
floor was painted with Kyanize Plastic Floor Paint. 

Next morning, just a few hours later, using no spe- 
cial care, the equipment was moved in on ordinary 
trucks and dollies, some with steel wheels. Not a mark 
showed, not a bit of paint lifted . . . the paint was ready 
for duty! 

Another crisis passed . . . from flooded floor to 
clean painted floor with equipment in place, all within 
24 hours! That’s a lot to expect of a paint, but Kyanize 
Plastic Floor Paint did it! 


























Floor Paint 


Kyanize Plastic Floor Paint is perfect for all 
exterior and interior floors of concrete, wood, 
linoleum or rubber tile in home, institution or 
factory. Odorless, dries in 1 hour, scrubbable, 
easily applied, and brush cleans with water. 
Can be applied on a damp surface, For kitch- 
ens, garages, patios, stairways, porches, 
breezeways, anywhere, It’s lime-proof, grease 
and acid resistant. 
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Kyan ize PAINTS, INC. 


Everett, Mass. ¢° Springfield, Ill. * Montreal, Canada 
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27 YARDS 
are 


Open Tonight 


THURSDAY 


UNTIL oe P.M. 


Bring over the family, kids and all, to any of the 
27 Hines Yards this Thursday evening You'll be able 
to see-interesting displays of building materials, and 
place your orders for Friday delivery so you ¢an get 
going on that home project early Saturday morning! 














We'll help you with your 
HOME REMODELING 


On Thursday evening, our experienced men have 
time to get down to cases and help you with any 
building, remodeling or repair problem! Remember, 
too, Hines can recommend reliable contractors to do 
any job—and you'll save the usual over-riding profit 
charged by others! You seq, Hines sells material only 
—never adds profit on labor—yet we see that you 
get full satisfaction 


west HIGHLAND PARK... 1641 Oskwood 
pay nh s |; Lovergne Ave Diewood 3-2720 
oo" EUciid 6- 

‘i W. 25th Place 
Sia iii: OLympic 2-5400 
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JEFFERSON PK. 5140 Mitweukee Ave 
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WOodiand 8.4800 MT. PROSPECT 604 Central Rd. 
ST. CHARLES Ol North Firs: Av CLeardroo! ~ gdp NEwcastie 1-5223 

St Charles ily Enterprise 2409 PALATIN 7 South Hele 
VILLA PAI : 12) Monterey Ave Flanders eo + ROdney 3-£330 

Térrace 2- rh 


qranea «aves B09 W. loving Park Bive SOUTH and SOUTHWEST 
EVERGREEN PK. 2601 W. 95th 

WORTH BE veriy 8-4470 » Hllttop 5-499 * 
DOWNTOWN....... 1168. Halsted St ard STREET 4625 West 63rd Street 
Michigan 2.5805 POrtsmouth 
WORTH SIDE. Lincoln Ave. & Grace St ARCHER AVENUE 5245 Archer Ave. 
away $-0826 RElance 5-52 
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-004] SYcamore 8-2200 « PUliman 5-3074 


ANSTON. . 
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Edward HINES Lumber Ca 











KICK-OFF AD by Hines to announce eve- 
ning hours for their Chicago and subur- 
ban yards. Ad points out that evening 
hours allows ‘‘our experienced men time 
to get down to cases and help you with 
any building, remodeling or repair prob- 
lem!" 


92 


NIGHT SHOPPING LANDMARK at Crystal Lake, 


Il. is Rosenthal’s, 


where evening hours have been the custom for several years. 


Growing Trend to 
Night Store Hours 


Some dealers fight trend; others say it's ideal time to lay 
groundwork for big-ticket sales. 


The day may come when the typi- 
cal lumber dealer who stays open 
from 7:30 to 5 week days and closes 
at noon on Saturdays will be dead as 
a dodo. Competition will have killed 
him. 

The stark fact is that competition 
from other retail outlets is forcing 
more and more dealers into. night 
store hours and longer week-end 
hours, even Sundays. 

Some dealers like this extra sales 
opportunity, others are fighting the 
trend. 

Although only about 12% of today’s 
retail lumber dealers now maintain 
evening hours, according to an Amer- 
ican Lumberman survey just com- 
pleted, most of these dealers feel that 
the extra hours are worthwhile for 
the valuable customer contacts at 
that time. 

Small cities, too. Not all the yards 
that stay open at night are big-city 
or suburban yards. If other retail 
stores are open in the smaller com- 
munities, you will frequently find re- 
tail lumber stores open, especially if 
the dealer has a modern establish- 
ment in a convenient location with 
available parking. 

“The merchandising trend is to give 
the customer a longer shopping pe- 
riod and the lumber dealer who hopes 
to meet consumer competition will 
have to get in step,” asserted one 
dealer, who avoided evening hours 
until recently. 

“Don’t expect that night store 
hours will catch on at once or that 
your cash sales will always pay ex- 


penses for these extra hours,” de- 
clared Julius Hankinson, manager, 
Hankinson Lumber & Supply Co., 
Lisle, Ill. 

“It does give you a chance to dis- 
cuss remodeling plans with the cus- 
tomer without interruption. We also 
pick up orders for next day’s delivery, 
but it’s the ideas you sell, not the 
on-the-spot sales you make that 
count.” 

Hankinson, a small-town dealer, 
operates between two communities 
with evening store hours. He started 
last spring by keeping open two nights 
a week and is considering a third 
night. 

“One big advantage of being open 
at night,” explained another mid- 
western dealer, “is that you can talk 
with your customers without interrup- 
tion from the telephone, truck driver 
or contractor. 

“Another thing, you’re not dealing 
with the same guy as the Saturday 
morning homeowner, who wants a 
board or a piece of quarter round. 
More often than not, you’re dealing 
with the husband and wife with a 
sizeable project in mind. It’s an ideal 
time to show products and sell an 
idea.” 

Family affair. Following a tryout 
period in three branches, Edward 
Hines Lumber Co., Chicago, decided 
last spring to open 26 of their yards 
on Thursday nights. 

“After all, we’re competing for the 
same consumers as Sears and every- 
one else,” observed a Hines spokes- 

(continued on page 95) 
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Houseful of beauty, too. For Long-Bell 
West Coast Hemloch is handsome everywhere ! 


It’s handsome everywhere—siding, paneling, more popular. And all its advantages — 
sheathing, flooring, casing, cabinets, ceiling beauty, strength, durability—will guarantee 
beams, shelving, decking, millwork. you more home improvement business. More 


Inside or outside, versatile Long-Bell West new construction business, too. 
’ 4 


Coast Hemlock makes for good looks and Call your Long-Bell representative for West 
good living. In the most modern spirit. Coast Hemlock right now. 


That’s why it’s steadily becoming more and INTERNATIONAL PAPER COMPANY 


Ilonc-RerL 


Pt Vets t ON 
Kansas City, Mo. Longview, Wash. 


80 years of outstanding service to America’s building trades 
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For more sales of gypsum products... 


your best buy is 


BESTWALL 
GYPSUM 
WALLBOARD 


BESTWALL 
GYPSUM 
PLASTERS 


BESTWALL 
GYPSUM 
LATH 





BESTWALL 
GYPSUM 
SHEATHING 


Reinforced with glass fibers for greater 
strength and better working properties. 
Available plain or predecorated. Use Fire- 
stop Bestwall for fire-rated construction. 


Wide range available, including Bestwall 
finishing, gauging and molding plasters; 
Kalite Acoustic; Keene’s Cement and 
Lime. All Bestwall basecoat plasters are 
“‘nlastisized’’ for smoother working, longer 
storage life. For greater strength use Best- 
wall glass fibered plasters. 


Strong, fireproof, both plain and per- 
forated; Bestwall Gypsum Lath is best for 
smooth, fast plastering. Lath paper spe- 
cially designed for strength and superior 
bond. Available with aluminum foil back 
for better insulation and effective vapor 
barrier. 


Reinforced with glass fibers for greater 
structural strength and fire resistance. 
Tongue and V-groove edges. Water-repel- 
lent core and paper. Costs less than most 
other sheathings. 


The wide range and reliable quality of 
Bestwall Gypsum Products mean more 
sales for you, better and more profitable 





NIGHT STORE HOURS 


(begins on page 92) 





man, “and they’re all open at night. 

“Thursday night is family night 
with us and three out of five cus- 
tomers bring the whole caboodle. We 
furnish suckers to keep the children 
happy. The husband and wife gen- 
erally don’t buy anything the first 
night. We give them samples and 
ideas and they just go home and 
think it over before coming back. 

“I wouldn’t believe that night store 
hours were so good if I hadn’t sold 
two nice paneling jobs myself the 
first week,” said the Hines man. 

Advantages listed. The main ad- 
vantages of evening hours, say the 
dealer proponents, are: 

1. Ideal time to leisurely talk over 
big-ticket packages with husband and 
wife. 

2. Opportunity for customers to 
pay their bills and make purchases at 
the same time. 

3. Good chance for special dem- 
onstrations and do-it-yourself clinics 
with maximum attendance and cus- 
tomer exposure to products and serv- 
ices. 

Dealers opposing night store hours 
emphasize the problem of staggering 
employe’s working hours or providing 
extra compensation. Time off or com- 
pensation for night work are the cus- 
tomary ways for handling this prob- 
lem. Some dealers pay a special bonus 
on night-time sales. 

Dealer arguments against extra 
hours, as revealed by the survey, can 
be summarized in these replies: 

“Shortens leisure time of experi- 
enced employes.” 

“Discourages customers from regu- 
lar shopping hours.” 

“Too costly for possible sales.” 

“T feel life is too short to work both 
day and night.” 

“Unless other stores participate, 
there is no value in staying open long- 
eh 

Several small-town dealers said 
they are frequently called after-hours 
to fill emergency needs. 

The solutions to the problems 
caused by extra hours, pointed out 


building for your customers. In gypsum, 


your best buy is always Bestwall one dealer, boils down to this: “How 


badly does the dealer want to stay 
open? He’ll solve the problems if he’s 
sold on the idea.” 

Burning question. Whether or not 
you agree with the trend, evening 
hours in such stores as Sears and 
Ward’s are providing stiffer competi- 
tion. And their building materials de- 
partments are expanding. City depart- 
ment stores, which also keep night 
hours, are taking on building prod- 
ucts, even handling installation. 

“We're watching the trend,” re- 
marked one dealer. Night hours, like 
cash-and-carry lumberyards, aren't 
for everybody, but it may be dangerous 
to play a “watching game” too long, 
other dealers told American Lumber- 
men. 


FIREPROOF SYPSuy, 





BUILDING pRODUC™ 


Manufactured by Bestwall 
Gypsum Company—sold through 


BESTWALL CERTAIN-TEED 
SALES CORPORATION 


120 East Lancaster Avenue, 
Ardmore, Pa. 


EXPORT DEPARTMENT: 100 Fost 42nd St, New York 17, N.Y. 











Visit our booth #201 
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American Lumberman /Profit Pointers 











Portable Window 
Demonstrator 


PHILADELPHIA, 
PENNA.—You can fold up 
this display in a jiffy and use 
it for home demonstrations, 
according to salesmen at 
Wister-Heberton Lumber Co. 
Left, unit attracts attention 
at booth in local home show. 


Simple Device Protects Molding 


Simple storage rack for metal moldings was developed at 
Theo. Miller Lumber Co., Kutztown, Penna. It consists of 
%” wood dowels inserted in holes drilled at an angle six 
inches apart in the 4x4-supports of the firm’s lumber shed. 
The posts were set on 3’6” centers, holds 4’, 8’ and 12’ 
molding lengths. 


photo courtesy Kaiser Aluminum & Chemical Sales 


Selling Via TV 


Product demonstration sells for lumber dealers; here’s how 
one manufacturer demonstrates his product on television. 
Two stage-hands, masquerading as carpenters, roll out a 
length of aluminum roofing as a part of a live “commercial” 
on a recent network TV show. This commercial was seen 
during a recent tele-cast of ‘“‘Maverick”’. 
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Capacity 
Ye" to 1%" 


3-Wheel Design 


gives quick, clean cuts 
even in tightest places! 
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Fast-Selling Tool For Home Work Shops 


Compact, light, strong, this new 
No. 315 RIfaiD 3-Wheel Tubing Cutter is 
extra handy for that hard-to-get-at tubing. 
No skinned knuckles . . . no slow hack saw. 
Cuts copper, brass, aluminum, steel 
tubing and thin-wall conduit. Handy RIfaID 
fold-in reamer protects hands and pockets. 
Display the new Rifai No. 315 and it 
sells to mechanics and do-it-yourself 
customers. Order today from your Wholesaler! 
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MANUFACTURERS’ REPRESENTATIVES 


PREMIER HALL PRODUCES THE WORLD'S FINEST LINE OF 
MIRRORED BATHROOM CABINETS. 


The PREMIER HALL MANUFACTURING CO. announces the 
immediate expansion of distribution throughout the entire South. 


This distribution expansion program will concentrate on the 
many aggressive Lumber and Building material dealers located in 
Alabama, Tennessee, Mississippi, Louisiana, North and South 
Carolina and Georgia. 


Texas is included. 


We will shortly announce through this publication and others 
Nationally, the most spectacular development in Bathroom mirror 
design. 


We want to hear AT ONCE from Manufacturers’ Representatives 
who have a following among the Lumber and Building material 
Dealers in all the states mentioned above. 


The line is available NOW. Write with full details to... 


IRVIN E. BERGER 


Premier Hall Manufacturing Co. 
3951 W. Fullerton Ave. 
Chicago 47, Ill. 
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THIS NATIONAL CASH REGISTER speeds service to customers at the check-out point. 


“Our Calional System 
saves us‘3,000 a year... 


returns 83% annually on our investment.” 


—Scarritt Lumber Company, Bristol, Conn. 


“Our two Nationals have greatly im- 
proved service to our customers,” writes 
D. J. Scarritt, owner of the Scarritt 
Lumber Company. “They are partic- 
ularly pleased with the printed, item- 
ized receipts our Nationals issue with 
each transaction. 

“Our Nationals instantly figure each 
customer’s exact change. This takes the 
pressure off our cashiers and eliminates 
costly mistakes in making change. Our 
Nationals also eliminate the problem 
of handling discounts...a problem that 


worries Hardware Stores and Lumber 
Yards. 

“By providing us with accurate, auto- 
matic sales totals, we have reduced our 
operating costs. Our National System 
saves us at least $3,500 a year, returns 
83% annually on our investment.” 


{Lr a wt aie 


owner 
Scarritt Lumber Company 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES 


HELPING BUSINESS SAVE MONEY 
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THE SCARRITT LUMBER 
COMPANY, Bristol, Conn. 


D. J. SCARRITT, owner of 
Scarritt Lumber Company. 


Your lumber company, too, can benefit 
from the time- and money-saving fea- 
tures of a National System. Nationals 
pay for themselves quickly through sav- 
ings, then continue to return a regular 
yearly profit. National’s world-wide 
service organization will protect this 
profit. Ask us about the National Main- 


tenance Plan. (See the yellow i 


pages of your phone book.) 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES — 
ncr paper (No Carson ReauizeD) 
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BOOKS ON 
CONSTRUCTION 
PLANNING and 

DESIGNING 


BLUEPRINT READING. By Dalzell, Mc- 
Kinney and Ritow. A practical book of 
self-instruction on blueprint reading. The 
popular question and answer method is 
utilized and two sets of plans are in- 
cluded. Price $1.75. 


CARPENTRY. By Townsend. A practical 
treatise on simple building construction, 
including framing, roof construction, gen- 
eral carpentry work, exterior and interior 
finish of buildings, building forms and 
working drawings. An outstanding book. 
Price $2.50. 


CYCLOPEDIA OF BUILDING TERMS. 64 
pages of definitions, illustrations, charts 
and tables to assist lumber and building 
material dealers in the operation of their 
business. Manual on Fundamentals of 
light construction and building materials 
for lumber dealers. Excellent presenta- 
tion. Price 50c. 


STANDARD MOULDING BOOK. Fourth 
edition. Over two hundred and fifty 
mouldings shown in actual size perspec- 
tive. Excellent outlines and descriptions. 
Price $1.00. 


STEEL SQUARE. By Townsend. This edi- 
tion follows through the construction of 
a dwelling from start to finish. Index is 
arranged so that the workman can turn 
instantly to the job in which he is inter- 
ested. Price $2.50. 


HOW TO PLAN A HOUSE. By Gilbert 
Townsend and J. R. Dalzell. The building 
tradesman will find this book presents 
all the basic and authoritative informa- 
tion necessary in planning the house. 
Price $6.95. 


Mail This Coupon to: 


AMERICAN LUMBERMAN, INC. 
59 E. MONROE ST., CHICAGO 3, ILL. 


Enclosed is my check in the amount of $ _. for 
the books | have checked below. 
Remittance must accompany order. 
Blueprint Reading 
Carpentry 
] Clyclopedia of Building Terms .. 
Standard Moulding Book 
Steel Square 
How to Plan a House .. 





Address 





City, State 








BROILER HOUSE above was built from blueprints and materials from local lumberyard. 
It is designed with 12’ sections, which can be added as needed. Sketch below of in- 
terior framing is from lumber company’s blueprint. 
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INSIDE OF BUILDING 


Bring Regional Design to the 
Farm, Lumberman Suggests 


Every rural area is different, so 
each needs custom designed farm 
structures, says Wesley Meeks, man- 
ager of North Alabama Lumber Co., 
Jasper. 

To prove his point, Meeks will 
show you the broiler house, pictured 
above, which he designed for the 
Walker county area around Jasper. 

The lumberyard has sold more than 
50 of these structures in the imme- 
diate vicinity since it was blueprinted 
last year. 

Jasper’s newspaper played up the 
house in its editorial columns. The 
story told local poultrymen that by 
building the broiler house the correct 
size and style for Walker county, they 
could take advantage of materials 
available in standard sizes and quan- 
tities. 

Many farm buildings such as broil- 
er houses are built without plans, 
Meeks said. He explains to farm cus- 
tomers that building a farm structure 
without a plan is no different than 
building a home without a plan. The 
lumber dealer recommends contrac- 
tors for erection of the buildings, as it 


does for new homes and home im- 
provements. 





1959 AWI OFFICERS elected at the 6th 
annual convention of the Architectural 
Woodwork Institute in Chicago recently 
are, left to right: chairman of the board, 
Claude V. Twiellenmeier, secretary, The 
Crescent Planing Mil! Co., St. Louis, Mo.; 
president, Elmer Root, secretary, Stand- 
ard Mfg. Co., Appleton, Wis., with John 
L. Rose, executive secretary of AWI. 
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For your profit and your cus- 
tomers’ satisfaction, TAMMS is your 
No. 1 paint seller! Indoors or out, it 
does a top quality job . . . handles easily, 
saves money, looks beautiful — in white and 
a rainbow of colors. 
To Help You Sell... 
Tamms Paints are advertised in 
LIFE, and SAT. EVE. POST 


Tamms STRETCH 


FLAT LATEX PAINT 


A really first class flat 
latex paint that sells at 
a low price, gives you a 
fast turnover and a very 
healthy profit. In white 
and 10 colors for all 
interior surfaces. 


Tamms | VP Vinyl Plastic 


All-Purpose PAINT 


Fast-moving, high profit, all- 
purpose paint... simply 
reat for hard-to-cover sur- 
aces, indoors and out. Resists 
industrial fumes, salt and 
acid-air. Won't yellow or fade 
on cement, stucco, cement 
blocks, asbestos aoe, asphalt 
siding and roofs — plaster, 
plasterboard or any interior 
surfaces. 12 ready-mixed and 
12 inter-mix colors and white. 


Tamms “ataaieaatie 


TEXTURE PAINT 


Always a good seller—makes 
cracked, old ceilings and 
walls look like new. Seals 
Cracks, Covers, Decorates in 
one fast, easy job. Mixes 
instantly with water—sels up 
slowly for easy texturing. 

12 ready-mixed and 12 inter-mix 
colors and white. 


Write for details, prices and 
promotional materials! 


Wa FINS inoustes co. 


228 North La Salle St. * Chicago 1, Ill. 2 
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That's good 
REDWOOD 


builders 
say when 
you sell 
them... 


NOvYO 


UNION LUMBER COMPANY 
BRAND 


Making it easy for Dealers to handle 
Redwood profitably — that’s been the 
creed of Union Lumber Company for 
nearly three quarters of a century. 
Careful grading, efficient shipping and 
Noyo famous quality all help to keep 
true, “Once a Noyo dealer. . . always”. 


e Certified K.D. e Sidings 
e Treated or natural «© Mouldings 


MIXED CAR SHIPMENTS 


UNION LUMBER COMPANY 


TREE FARMERS AND MANUFACTURERS 
FORT BRAGG « CALIFORNIA 


Sales Representatives throughout the nation 


SAN FRANCISCO PARK RIDGE, ILL. 
LOS ANGELES NEW YORK 


CRA\ Member California Redwood Association 
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THIS $100,000 LUMBERYARD fire at the 
Klamath Valley Lumber Co., Klamath 
Falls, Oreg. last year also damaged 
adjacent buildings. 


How to Protect Property Against Fire 


Seven minutes spent reading this article could save you many 
thousands of dollars. 


It was 4:26 a.m. in Klamath Falls, 
Ore., when a cruising cab driver cas- 
ually glanced at a local lumberyard 
as he drove by. What he saw caused 
him to pull up short. Flames were 
leaping high from a 400-foot long 
lumber shed. Already the flames were 
out of control. 

Before the fire was under control 
at 6 a.m., all lumberyard buildings 
and an adjacent large one-story auto- 
wrecking company had been de- 
stroyed. In addition, two adjacent in- 
dustrial buildings were damaged and 
windows in several buildings were 
broken by the heat. Numerous spot 
fires were also started on dwellings 
and business buildings in the neigh- 
borhood. 

Damage totaled $100,000. This fire 
is a classic example of fire preven- 
tion weaknesses that lead to many 
similar disasters in lumber yards. This 
particular yard never had a chance. 
The lumber and building supplies 
storage sheds had no sprinkler sys- 
tem, sheds were combustible and con- 
gested and no watchman or automat- 


100 


ic fire detection equipment was pro- 
vided. 

When fires start. Another impor- 
tant point that came to light was this: 
nearly one-half of these fires started 
after the close of business or when the 
plant was not in operation. 

How can the lumber dealer combat 





Fire Prevention Check List 
To avoid the possibility of fire in 

your yard, here are some points to 

check to stop fire before it starts. 

1. Maintain an adequate sprinkler 
system. 

2. Check all electrical circuits for 
possible “shorts’’. 

3. Keep yard grass cut, use herbi- 
cide to kill vegetation. 

. Good housekeeping. Use refuse 
cans in store, warehouse and 
yard. 

. Shield refuse burners to avoid 
flying sparks. 

. Ban smoking in yard and ware- 
house. Post “No smoking” signs. 

. Use lightning rods to protect 
buildings and yard storage. 











the threat of fire? It is obvious, of 
course that his electrical equipment 
should be properly installed and kept 
in good repair to prevent short cir- 
cuits. And it is just good common 
sense to have an adequate automatic 
sprinkler system to detect and extin- 
guish fires. However, sprinkler pro- 
tection should be extended to cover 
the yard. This is possible when the 
lumber stocks are properly organized. 

The dealer who has first-rate elec- 
trical circuits and a good sprinkler 
system, however, may be the very one 
who overlooks the No. 2 fire cause: 
sparks. 

Dry grass and weeds in the yard 
and around buildings are an open in- 
vitation to dangerous sparks. Cutting 
and raking the grass is a step in the 
right direction, but complete control 
demands thorough ground §steriliza- 
tion once or twice a year with a safe 
herbicide. 

Refuse must be kept out of the 
yard. Foundations should be tightly 
enclosed and spaces under buildings 
cleaned out. All openings in the walls 

(continued on page 102) 


November 10, 1958, AMERICAN LUMBERMAN AND BUILDING PRODUCTS MERCHANDISER 





~ » 
* Guaranteed by ~ 
Good Housekeeping 














- BARCLAY GIVES YOU THE AMMUNITIO 


Powerful ammunition to make your selling job easy for Barclay plasticoated panels in modern streamline, luxurious wood grains, 
decorator solid-tones, attractive tile patterns. Four-color ads bang away at your consumer customers. Full page ads pre-sell architects, contractors, 
decorators, builders...more of your customers. Hard-hitting mat ads tell the Barclay story the way you want it to be told... colorful 
window streamers that pull in customers...self-selling store displays...eye-catching decals... fascinating, informative counter 
booklets. And the new material for Barclite reinforced fiberglass panels has more power than ever—sells on sight! With this booming 
double-barrel program, we load your guns with the best selling ammunition in the business! Each piece hits the target, your 
customers, showing them why Barclay and Barclite are the outstanding panels for any installation! Be the top gun in your area... 
load up with Barclay ammunition. Call or write your local Barclay and Barclite distributor for free samples and all this free material. 


Newspaper ads = Window streamers = Displays = Decals m 4-color Brochures m Magazine ads and more! 


BARCLAY MANUFACTURING COMPANY, INC. /BARCLITE CORPORATION OF AMERICA 
Dept. AL-11, Barclay Building, N. Y. 51, N. Y. 
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BOOKS 
for CALCULATING 
and 


ESTIMATING 


THE LUMBERMAN’S ACTUARY. By 
John W. Barry. The new revised edition 
has 560 pages. Top Dollar page is now 
$400.00 per M and the starting unit 
price is $20.09 — a total of 461 main 
dollar pages plus pricing units of squares 
such as shingles. You can sell by the 
piece or by the thousand — all from 
the same page and same book at any 
desired price. The cover is durable fabri- 
coid with stiched binding that allows the 
book to lie flat. Tables of nails, kinds 
and quantities required for various work, 
and other tables of information are in- 
cluded. Price $16.50. 


EXPERT LUMBER PRICER. By E. M. 
Hiatt. A page for each price per thou- 
sand, in steps of $1 from $25 to $150, 
and steps of $5 from $150 to $200. 
Along the left side of each page are 
listed by thickness and width the differ- 
ent items carried in the ordinary retail 
yard, and along the top margin are the 
various lengths. Turn to the price and 
find where the item and length lines 
cross, then find price per piece. Price 
$7.50. 


HANDY LUMBER CALCULATOR. A 
useful pocket size manual including a 
lumber calculator for standard sizes, log 
rules, estimated weights of lumber and 
useful miscellaneous lumber tabulations. 
Price 50 cents. 


LIGHTNING VENEER CALCULATOR. By 
Vermeulen. Aid to veneer manufacturers 
and users of veneers for accurate, handy 
and simple calculator. Tables cover all 
dimensions from 1/16 inch to 48 inches 
wide and from | inch to 144 inches long. 
Price $5.00. 


Mail This Coupon to: 


| 
AMERICAN LUMBERMAN, INC. | 
59 E. MONROE ST., CHICAGO 3, ILL. | 


Enclosed is my check in the amount of $ __ for 
the books | have checked below. 
Remittance must accompany order. 
[] THE LUMBERMEN’S ACTUARY 
By John W. Barry $16.50 
EXPERT LUMBER PRICER 
By E. M. Hiatt $7.50 
HANDY LUMBER CALCULATOR ..50 
LIGHTNING VENEER CALCULATOR 
By Vermeulen $5.00 
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PROTECT AGAINST FIRE 


(begins on page 100) 





or roofs should be covered with 4” 
mesh screen and kept in good repair. 
Interiors of all buildings should be 
kept broom-clean every day. 

Refuse burners dangerous. Proper 
shielding of refuse burners is a must 
to smother sparks. Careful handling 
of refuse burners can greatly reduce 
the number of fires caused by these 
sparks. 

Lightning rods to protect lumber- 
yard buildings are a familiar safe- 
guard. However, it should be pointed 
out that not all rods are effective 
lightning arresters. Also, where lum- 
ber is stored in the yard, these piles 
should also be rodded to provide full 
protection. 

Smoking by lumberyard employes 
and customers is a cause of a great 
number of lumberyard fires. Admit- 
tedly, it is hard to keep a rigid con- 
trol on this common human _ habit. 
However, a strong attitude on the 
part of the lumberyard owner can do 
wonders. At the very least, the post- 
ing of signs throughout the yard and 
the providing of “dunking” stations 
can help reduce the hazard. 

Despite all safeguards, lumberyard 
fires will occur. It is important, 
therefore, to consider methods of pre- 
venting fires from spreading. 

Authorities in the field of lumber 
fires are emphatic about “compart- 
ments” for both monitor and pitched 
roofs on yard buildings. 

They point out that a conventional 
monitor roof confines the fire, hides 
it from detection and holds in the 
smoke and gases that hamper fire 
fighters. They suggest that the single 
area monitor be ‘fenced’ off with 
sheet metal draft curtains every 20 
feet. This would compartment the 
monitor area into five or six heat 
banking areas, each to be provided 
with a separate ventilator. 

In the event of a fire, gases and 
smoke rise through the nearest ven- 
tilator and attract attention. Also, 
the buildings are kept relatively free 
of smoke which permits firemen to 
work more quickly and efficiently. 

The same principles apply to 
pitched roof construction. Compart- 
ments—shielded by draft curtains and 


vented individually—are a great help 
in early fire detection and simplified 
fire fighting. Authorities in the field 
are now trying to get these modifica- 
tions added to the designs of new 
lumber sheds and mill buildings. They 
point out that these improvements 
could also be put in existing structures. 

Build fire shields. The dealer’s lum- 
ber stock represents a sizeable invest- 
ment. Within the yard itself, shielding 
is an excellent method of protecting 
the valuable piles of lumber. 

One suggested method employs a 
wall-like partition made of 2 x 4’s 
with sheet metal on both sides. Both 
the top and bottom are left open to 
cool the interior of the partition and 
the bottom is raised a foot or so 
above the ground. This serves the 
purpose of a fire wall and will re- 
main fire-resistant long enough to 
permit fire fighting operations to get 
underway. 

When used in conjunction with ‘fire 
doors’ of similar construction, these 
partitions can provide an entire lum- 
ber yard with efficient fire protec- 
tion. The doors can be constructed 
to run on an overhead track which 
permits easy movement. 

With the partitions along the sides 
and the sliding fire doors along the 
ends, two piles of lumber (20’ x 100’) 
are well-protected. Installed in a check- 
erboard pattern throughout the yard, 
these ‘metal boxes’ form a system of 
movable fire walls that encloses every 
area in the yard. The sliding doors 
can be easily moved from one area to 
the other and quickly slid into posi- 
tion to enclose a fire wherever it 
might break out. 

This type of enclosure does not re- 
strict piling or the use of mechanical 
handling equipment. Side-piling with 
fork lift trucks can also be readily 
accomplished. With these partitions, 
lightning rods can be easily attached 
and automatic fire detection equip- 
ment can be extended to the outside 
yard lumber. 

Fire is the mortal enemy of the 
lumber dealer. In order to protect his 
property and his stocks, the dealer 
must be eternally vigilant. By using 
good fire protection equipment, how- 
ever, and providing proper safeguards, 
he can reduce the hazard and fight 
the danger at greatly reduced odds. 





ing sources of fire. 


manufacturing buildings accounted 


Electrical defects 
Sparks 

| Barer 
Heating equipment 
Smoking ; 





Where Lumberyard Fires Start 


What causes lumberyard fires? A tabulation of 2,941 lumberyard fires by 
the Lumbermen’s Mutual Insurance Co., Mansfield, Ohio, disclosed the follow- 


In addition to the sources listed below, the study showed that manufacturing 
buildings were the source of 47.1% of these fires. Offices, warehouses or non- 


‘starting points’ were boiler houses, shaving vaults and open yard areas. 


another 34.8%. Other important 


Ignition by other burning buildings. 5.6 
Ignition by trespassers ; 
Spontaneous ignition 

Ignition by grass fires 

Other known causes ............. 
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of a new era in 
file merchandising 


Here is an advance glimpse for you of a 
new conception in file merchandising 

popular files in various shapes and sizes, 
“skin packed” and mounted on attractive 
display cards, and fitted with the first new 
development in file handles since files were 


first made. 


This new development is “just around 
the corner.” As soon as small refinements 
which might be indicated by market tests 
now being conducted in key areas are com- 
pleted, you will be offered these files by 
your wholesaler. Indeed, the project is so 
near completion that we can safely say the 
merchandise will be ready sometime early 
next year. 

Meanwhile, if you see some of these dis- 
plays in hardware retail stores, you will 
know they are there now for market testing 
only—to assure you that the final “pack- 
age” and prices will be smash hits in sales 


and profits. 


NICHOLSON FILE CO. 


Providence, R. |. 
{OLSON and BLAC 


A file for every purpose 


Guaranteed 


Precision 
Made from 
Finest 
Quality 
Forged 
Steel 


USES 
To Sharpen: 
Circular Saws 
(itchen Knives 
Pocket Knives 
Garden Hoes 

Axes 
Grass Shears 
Nood Finishing 
Crosscut Saws 
Ice Picks 
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Precision 
Made from 
Finest 
Quality 
Forged 
Steel 


USES 


To Sharpen: 
Circular Saws 
Kitchen Knives 
Pocket Knives 
Garden Hoes 
Axes 

Grass Shears 
Wood Finishing 
Crosscut Saws 
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sie . = As full protection against the biggest cause of lumber- 
Recent $2 million fire loss points up yard fires, a lightning rod system is relatively cheap in- 
fact that... . surance, the Institute people said. 

= 4 é Ms Generally, there are three types of lightning rod in- 
Lightning is Major Cause stallations available. They are (1) exposed; (2) semi- 

concealed and (3) concealed systems. 
° In an exposed system, the cables are inconspicuously 
For Lumberyard Fires installed on the exterior of an existing building behind 
. downspouts, etc. 

A recent $2 million fire loss at the Gee Lumber Co. A semi-concealed system has low air terminals which 
on Chicago’s south side prompted the Lightning Pro- are barely visible and inconspicuous conductors. A fully- 
tection Institute to remind dealers that lightning is the concealed system is installed during new construction, 
major cause of lumberyard fires. with only the neutral-colored 10-inch-high points showing. 
_A bolt of lightning struck a transformer at the rear of Details are available free from Lightning Protection 
Gee’s one-story brick building housing lumber, building Institute, 35 W. Jackson Blvd., Chicago 4, IIL. 
materials and garden supplies. 





_— : ~ R E E Self-Selection MERCHANDISER 
FOR KASON ADJUSTABLE-SHELF HARDWARE 


THIS ATTRACTIVE SALES-MAKER is a complete self-service department of 
Decorative-Shelf Hardware . . . creates new, profitable ‘DO-IT-YOURSELF’ 








business for you. 
You get this Merchandiser FREE with your opening order for the PG Assortment 
of KASON BRACKETS and STANDARDS. (Offer is limited to one Merchandiser 


per store.) 
NEW profitable business for you! 
ON YOUR OPENING ORDER: 
YOUR TOTAL COST IS (F.0.B. Brooklyn, N. Y.).... $ 94.83 
RETAIL VALUE OF MERCHANDISE............... 154.07 
WRITE FOR LITERATURE AND PRICE LIST. 








Hegh Cusallty HARDWARE For Decorative Shelving | 


Attractive ‘ 
i 

FULL-VIEW “i 

§ 





i 
packaging 








Brackets are Bubble-Mounted on attractive cards; Standards are packed with screws 
in polyethylene sleeves. The fine finishes of this High Quolity Hardware are fully 
protected. FULL-VIEW packaging makes self-selection easy . . . stimulates impulse 
buying. 

The PG Assortment features 3 beautiful finishes: Silvertone, Bronzetone and Block in 
o full range of popular sizes. 


KASON HARDWARE CORP’N., 71 Wallabout St., Brooklyn 11, N. Y. 
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November 10, 


DEALERS: 


The New Wareco Awning window increases 
your profit . . . lets you meet competition 
successfully. 


*x The economy-priced Wareco comes to you 
factory-cartoned, glazed and complete with screens, 
if you desire. 


* Saves extra packing costs for reshipment or 
local deliveries. 


* Reduces warehouse handling and inventory 
problems. 


* You make higher unit sales, more profit. 


FACTORY 
DISTRIBUTION 
POINTS 


ae to back you up with fast delivery, 


~ 


from Chicago, Newark, Houston, Atlanta, Miami, and Connellsville, Pa, 


Muminum WARE 4.4. 





WareRite and 
are Awning 


kon 0 Wat foon 0 Ware 


Projected 
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NEW 
WARE 


awning window 
combines quality with 
Surprising economy! 


YOU CAN OFFER BUILDERS: 


* Protection against damage in transit and on 
the job-site. 

* A glazed unit which has more sales appeal— 
assures quality standards, and eliminates expen- 
sive field glazing. 

* Economy-pricing plus QUALITY FEATURES 
proven by 12 years’ experience manufacturing 
aluminum awning windows. 

* Meets all AWMA and FHA specs. 

* Factory cleaned, etched and lacquered without 
extra cost. 

* Structural strength. Minimum ventilator depth 
is 1”, frame depth 1%’. 


SEND COUPON TODAY for complete details 


Ca aA Sc 


Dept. AL-IL_ 
WARE LABORATORIES, Inc. 
3790 N.W. 25th St., Miami, Fla. 


Please rush me facts on the new WARECO 
Aluminum Awning Window. 


EE RE RNa oo 
MRABIDUMMMAY 5.5. cesevcs sce eceecs 


Beers: 


Casements 
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> nas 
Skin 


STEEL 
SANDPAPER 


* SANDS* RASPS 
*SMOOTHS... 


Wood, plastics, 
metal 


Red Devil Tools. 


Union, N. J., U.S.A. 
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American Lumberman 
Dealer Aids 


STORE DESIGN: You can have the professional 
architectural services of James N. Lindenberger. 
Mr. Lindenberger specializes in new and re- 
modeled buildings for building materials deal- 
ers. He headquarters at American Lumberman, 
and works for dealers in all parts of the 
country. Will travel. 


STORE LAYOUT: At no cost you can get advice 
on store layout from our editors who are ex- 
perts on such problems. 


STORE FIXTURE PLANS: American Lumber- 
man's working blueprints for display fixtures 
tailored to all the materials and products you 
sell. 


PRICING FOR PROFIT: A practical and tested 
method for retail pricing of building materials 
and services. Covers both contractor and con- 
sumer sales, and is available in booklet form. 


Write AMERICAN LUMBERMAN, 
59 E. Monroe St., Chicago 3, Ill. 
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AMERICAN 
LUMBERMAN 


Three Gift Kits 


The Remington Arms Co. is building 
three de luxe Christmas gift kits around 
its recently introduced Triple Tone %4” 
electric drill. The three kits pinpoint the 
four most popular uses in the home work- 
shop of the drill and its attachments: 
drilling, sanding, polishing and jigsaw- 
ing. Gift kit Model 149 DL-K2 pictured 
above is designed for the man who wants 
a drill mainly for drilling. It consists of 
the Triple Tone and a set of nine high- 
speed bits ranging in size from 1/16” to 
ae 

The second gift kit, Model 149 DL-K3, 
contains the Triple Tone 149 DL drill, a 
polishing bonnet, rubber backing pad, 
sanding disc and fitting, as well as the 
nine high-speed drills. For the more ex- 
perienced craftsman who may want to 
saw intricate curves and patterns, Rem- 
ington’s third kit, Model 149 DL-K4, 
combines the Triple Tone with a jigsaw 
attachment. Remington Arms Co., Inc., 
Dept. AL, Bridgeport 2, Conn 
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New Portable Batching Plant 
Offers Fast Setup Operation 

The Two Seventy-Five, a concrete 
batch plant that disassembles into three 
mobile units, has been added to the grow- 
ing line of S. C. Johnson portable plants. 
Three alternate bin sizes give a wide 
range of capacities while handling four 
aggregate sizes. The three bin sizes of- 
fered have 33, 50 and 67 cubic yard 
capacities (50, 75 or 100 tons at 3,000 
pounds per cubic yard). A pivoted dis- 
tributor is manually controlled from 
ground level or may be equinnred for re- 
mote control. Maximum erection lift is 
only 7% tons. 

A 3% cubic yard Concentric Batcher 
has standard manual aggregate control 
with semi-automatic cement control. 
Automatic controls are available. The 
plant is equipped with Johnson beam-type 
scales. Live-storage shelf and spout to the 
batcher are features of the new plant’s 


Yule Package with Four Items 


The Disston Christmas promotion in- 
cludes four products which offer basic 
tool choices for the home hobbyist. In 
the package is a D-7 Disston hand saw, 
reduced for quick sale and a new Disston 
Frosty frozen food saw, an ideal gift for 
families owning freezers. The third prod- 
uct in the promotion is a handy 10’ or 
12’ Disston Carlson Rule in a sturdy 
chrome-plated case. The fourth item is 
the all-new Disston Dagger, an electric 
hand saw for the workshop enthusiast. 
All of the four items are attractively 
packaged in Christmas wrapping, which 
can be removed easily after the Christ 
mas season. Disston Div., H. K. Porter 
Co., Dept. AL, Tacony, Philadelphia 35, 
Penna. 
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Packaged Accessory Tools 


Accessory tools to its Powershop wood- 
working machine is being offered by 
DeWalt Div. as three separate kits pack- 
aged in combination display and carry 
home corrugated boxes. Manufactured by 
Gair Fibre Drum & Corrugated Box div. 
of Continental Can Co., the three kits 
(Boring, Routing & Sanding; Curve Cut- 
ting & Finishing; and Shaper-Jointer) are 
packaged in different size boxes, all of 
which are die-cut to hold the tools se- 
curely in place within the boxes. De- 
Walt Div., American Machine & Foundry 
Co., Dept. AL, Lancaster, Penna. 

Circle No. 232 on Coupon, page 114 
(continued on page 110) 


330 bbl. capacity Porto-Silo. The cement 
elevator is powered by a 742 hp motor. 
Easy erection and mobility are two fea- 
tures of the Two Seventy-Five. All three 
units of the concrete batch plant can be 
towed to new job locations. C. S. John- 
son Co., Sub. of Koehring Co., Dept. AL, 
P. O. Box 71, Champaign, III. 
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Ask your Van-Packer salesman about this 


The Van-Packer Factory-Built Masonry Chimney assures more sales 
for lumber dealers. Ask any Van-Packer salesman about it. He’ll give 
you full details on how you can get more chimney sales and more profit, 
without the fuss and bother of handling bulk materials. You don’t even 
need an inventory—you can get immediate delivery from your local 
jobber. (See “Chimneys—Prefabricated” in Yellow Pages.) Just give 
him measurements for height of housing and length of chimney. 


~ 9 > 
The Van-Packer Chimney comes This counter display National advertising in leading 


in sturdy, easy-to-handle cartons, and other sales aids trade magazines helps pre-sell the 
and includes flashing and cement. make selling easy. Van-Packer to your customers. 


Snap-on 
housing cap 


Brick -design 
panel housing 


Aluminum flashing 


Masonry flue 
sections 


Snap-lock 
drawbands 


Van-Packer Company © Division of The Flintkote Company 


a 
an-Packer eseune Chimney 1232 McKinley Ave., Chicago Heights, III. » Phone: $Kyline 4.4772 
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New Literature 
Technical Data 


Handling Equipment. A two-page, fully illustrated article 
describing methods of selecting the correct materials handling 
equipment to achieve maximum space, time and manpower 
savings is among the features of the fall issue of the Lewis- 
Shepard Lever, now available. The 16-page magazine also 
carries a semi-technical article on the science of hydraulics 
as applied to fork lift trucks. Free copies may be obtained by 
writing Lewis-Shepard Products, Dept. AL, 125 Walnut St., 
Watertown 72, Mass. 

Circle No. 234 on Coupon, page 114 


Lift Truck. Engineering, design and construction of the re- 
centy introduced Allis-Chalmers FT20-24, 2,000-pound capac- 
ity lift truck highlight an eight-page, two-color catalog. Illu- 
strations and charts give a pictorial story of the features of this 
new 35 hp lift truck. Included also are the truck’s specifications. 
Allis-Chalmers Mfg. Co., Dept. AL, Box 512, Milwaukee 1, 
Wis. 

Circle No. 235 on Coupon, page 114 

Aluminum Awning Windows. Ceco Aluminum Awning 
Windows, Series 900-A, for use in all architectural styles of 
residential construction, are described in a new four-page bul- 
letin 6040 (A.LA. File No. 16-E). Complete descriptions and 
listings of types and sizes are included. Various features, such 
as heavy operating mechanisms, concealed hardware, positive 
locking vents and riveted construction are described. Ceco Steel 
Products Corp., Dept. AL, 5601 W. 26th St., Chicago 50. 
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FlexAngle Slotted Angle. A new, eight-page bulletin describes 
the applications for FlexAngle slotted angles, shows various 
assembly methods, gives packaging data and load tables. Flex- 
Angle is produced from cold rolled steel with a carbon range 
of .13 to .20 and 62,000 pound yield in 11 gauge and 14 gauge. 
Inside angle dimensions are 242” x 12”. Both gauges are 
packaged in lengths of 10’ and 12’—10 pieces and 75 hex head 
nuts and bolts per package. Gauges are completely interchange- 
able in use. The FlexAngle Corp., Dept. AL, 3760 Oakwood 
Ave., Youngstown 1, Ohio. 
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“Data on Grades and Specifications,” the newest publication 
of the West Coast Lumbermen’s Assn., is now available. The 
16-page booklet provides useful information to users of West 
Coast lumber and contains information on grades and specifi- 
cations for Douglas fir, West Coast hemlock, western red 
cedar, Sitka spruce and white fir. Free copies are available 
from the West Coast Lumbermen’s Assn., Dept. AL, 1410 S. W. 
Morrison St., Portland 5, Ore. 

Circle No. 238 on Coupon, page 114 


Laminated Plastics. A new catalog describes the complete 
line of Farlite high pressure laminated plastics and acts as a 
quick reference manual covering complete specifications. Full 
color reproductions of new patterns and colors are shown with 
additional information on grades, finishes, types, specifications 
and applications. A copy of the catalog may be obtained free 
of charge by writing to Farley & Loetscher, Plastics Div., Dept. 
AL, Dubuque, Iowa. 

Circle No. 239 on Coupon, page 114 


Roof Insulation. A new, two-color, eight-page brochure de- 
scribing and illustrating ~* eat roof insulation is available. 
Included are reproductions of eight a four tables 
and four sketches. Owens-Corning Fiberglas Corp., Dept. AL, 
Toledo 1, Ohio. 


Circle No. 240 on Coupon, page 114 


Consumer Data 


Doors of laminated wood for every purpose are presented 
in a new folder. Available in a variety of faces including birch, 
oak, ash and lauan, these doors are construction engineered 
and weathertight. Architectural doors with any face for in- 
terior or exterior use can be special-ordered. Haskelite Mfg. 
Corp., Dept. AL, 701 Ann St., N. W., Grand Rapids, Mich. 
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Garden Tools. The complete Snap-Cut line of garden shears 
is described and illustrated in a new 10-page catalog. Pruning 
shears, hedge shears, grass shears, tree pruners, lopping shears 
and electric lawn trimmers are all described in detail including 
specifications, finish, packing and suggested list prices. Seymour 
Smith & Son, Dept. AL, Oakville, Conn. 
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Free Tape Rule 

A special, gift-boxed tape and tape rule 
combination for Christmas sales is an- 
nounced. A 50’ Banner White Clad steel 
tape and a 6’ Lady’s Man tape rule are 
packaged together in an attractive gift 
box. The Lady’s Man has a pastel col- 
ored, plastic case and a 4%” wide, white 
blade marked inches to 16ths on one side 
and has a Cooking Temperatures Chart 
on the back side. The combination sells 
at $5.29, the regular price of the HW223 
Banner Tape only. The Lady’s Man rule 
and the gift-boxing are included free in 
this Christmas special. The Lufkin Rule 
Co., Dept. AL, Saginaw, Mich. 

Circle No. 243 on Coupon, page 114 
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Special Offers 


A Christmas Bargain 

A new %4” Power Drill, No. CII14, has 
a full 2.7 amp power rating and is popu- 
larly priced at $22.95. Geared down to 
2250 rpm, the new drill has plenty of 
torque to direct drive a complete power 
workshop, maker says. It has its own 
matched attachments and may also be 
used with most of the attachments for 
the 888 Power Unit. It comes packed in 
an attractive shipper-display box. Drill 
with basic attachments in steel carrying 
case is specially priced at $29.95, a sav- 
ing of $4.55 for Christmas only. 

Another Christmas bargain in the 
maker’s complete power tool line is the 
No. C626 62” circular saw. It is specially 
marked down from $54.50 to $47.50 for 
the holiday season. Millers Falls Co., 
Dept. AL, 57 Wells, Greenfield, Mass. 
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Sell Two Brushes Instead of One 

Dealers can pass on a 30¢ savings to 
their customers with Wooster’s new 
double brush special, a promotion de- 
signed for both spring and fall selling. 
be offer includes a 4” wall brush and a 
1%” angular sash, a popular combina- 
ved for all home decorating jobs. Both 
are regular catalog-listed Exploded-Tip 
brushes and are packed nine sets to a 
special self-display shipping carton. Each 
set is banded with a colorful special offer 
wrapper that can be removed when pro- 
motion is over aad sold at regular price. 
The Wooster Brush Co., Dept. AL, Woos- 
ter, Ohio. 

Circle No. 245 on Coupon, page 114 
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ORDER NOW—FROM CLEVELAND 
PLYCLIPS 


Eliminate wood blocking on plywood 


roof construction. Extruded 


aluminum 


alloy. 5 sizes from 3/8" to 13/16". Send 


for Plyclip brochure 


Developed ond tested 
by Plywood Research 
Foundation. 


STRONGER JOINTS 


AT LOWER COST— 


CLEVELAND 3-WAY 
FRAMING ANCHORS 


Faster more rigid framing—nails 
actin shear for greatest strength. 
No toe nailing! No splitting! 


3 styles—I8 gauge galvanized steel 


MORE THAN 50 TOP-QUALITY BUILDING PRODUCTS 
WRITE FOR CATALOG—OR SEE IT IN SWEETS 


CLEVELAND STEEL SPECIALTY C 


0., INC. 


ESTABLISHED 1924 — 3771 EAST 91st STREET, CLEVELAND 5, OHIO 
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Foe ants im 
DOH NAN ANUETHNY 


“Not at all, Miss Spinsterly! Nothing’s 
too good for a clerk who suggests “‘Scotcu’”’ 
Brand Masking Tape with every paint sale!”’ 
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stele}: 


Highest Quality pyr, Lowest Prices! 


Compare... 
your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


* 
SIZE FINISH PER BOX 


PRICE (NET) 
PER PAIR 





7" x3" I Pr. with 
3 Dull Brass, screws. 


$ .32 





——————— |_ Button Tip 
31," x 31/7," Square or 1 Pr. with 


Round Corner screws. 


32!) 





ge" #124 «= #£124R 1 Pr. with 
screws. 





ih w * 
3 x3 Prime Coat, vi a 





C screws. 
Button Tip 


31/7." x 31/7," Square or 1 Pr. with 


Round Corner screws. 


32!) 





. oe #124 «© -$124R | Pr. with 


screws. 





44 





i x 3" Dull Brass, 1 Pr. with 
Ball Tip screws. 


.37') 





31/7," x 317," Dull Brass, 1 Pr. with 


Ball Tip screws. 


38), 





a oi Dull Brass, 1 Pr. with 
4 x 4 Ball Tip screws. 


53'A 





Zn 1Z,"" Nickel. Bright 1 Pr. with 
3 V2 x3 V2 Pol., Button Tip screws. 





dd os Nickel, Bright 1 Pr. with 
4 x4 Pol., Button Tip screws. 





ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 





Write for Catalog on Business Stationery. 


Quality Hardware Since 1900 


MAIL OR PHONE YOUR ORDERS TODAY! 
S. PARKER HARDWARE MFG. CORPORATION 














27 LUDLOW STREET - Phone WAlker 5-6300 - NEW YORK 2,N Y 
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NEW PLASTIC PANEL 


you can talk about and sell! 


® Higher light transmission in 
industrial colors. 
@ Greater weather endurance. 


Yours in new, extra-wide 48” 
coverage size at same low cost 
of ordinary plastic panels! New 
size solves dealer inventory 
problems, saves labor and fas- 
tening costs. Eleven decorator 
colors, strength and load capac- 
ity exceeding industry stand- 
ards, uniform thickness, fire and 
heat resistance, new resins, new 
manufacturing process. Get all 
the facts about new Butler 
Stylux — write: 


5 eUTLER, 


BUTLER MANUFACTURING COMPANY 
Dept. 101, 7400 East 13th Street 
Kansas City 26, Missouri 
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Ties in with 1959 Models 


SALES AIDS 


(begins on page 106) 


Bumper strips are being used to pro- 





mote the sale of Western Cedar Beveled 
Siding in the U. S. and Canada. Especial- 
ly designed to fit modern 1959 model 
automobile bumpers, the strips carry the 
theme, “Build for Lasting Beauty.” 
Seven thousand have been distributed for 
use throughout the Western Cedar sales 
area. The latest in a series of promotions 
designed to increase the use of beveled 
siding, the bumper strips are available 
through the Western Red Cedar Lumber 
Assn., Dept. AL, 4403 White-Henry- 
Stuart Bldg., Seattle 1, Wash. 
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...1 rely on 
this label” 


“With every sale, my 

reputation for quality is at 

stake. That’s why the Certi- 

groove label is a must on every 

carton of cedar shakes I handle. 
Certigroove means No. 1 grade. It means 
edge-grain material. It means full-pack, 
full-coverage. It means inspected quality. 


“It also means my reputation. Regardless 
of price, I can’t afford to handle anything 
less than Certigroove quality cedar shakes.” 


RED CEDAR SHINGLE BUREAU 
5510 White Building, Seattle 1, Washington 
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550 Burrard Street, Vancouver 1, B.C. 


Fence Sales Kit 


A complete Fence Sales Kit designed 
to boost the sales of its Western Red 
Cedar fencing is announced by Concord 
Woodworking Co. Included in the kit are 
10, 8” x 10”, enlarged photographs of 
actual installations, including ranch, pick- 
et and patio weave styles. Also included 
are available ad mats and suggested copy, 
illustrated catalogs, price cards, merchan- 
dising hints and installation techniques 
Concord Woodworking Co., Dept. AL, 10 
Beharrell St., West Concord, Mass. 
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Motion Pictures on Aluminum 





Available from Aluminum Company of 
America, Motion Picture Section, Dept. 
AL, 818 Alcoa Building, Pittsburgh 19, 
Penna.: (films are loaned, borrower pays 
transportation and insurance). 


“Barn Raising, USA”, running time 20 
minutes, follows construction of an alu- 
minum pole-type barn from survey of 
the site to completion. Advantages and 
economies of pole-type construction over 
conventional construction are shown in 
color in this 16-mm film. Of interest to 
anyone in the agricultural or related 


fields. 


“Color and Texture in Aluminum Fin- 
ishes”, 18 minutes, 16-mm sound and 
color, is an imaginative production pre- 
senting aluminum in a wide variety of 
form, color and texture. Appliances, ar- 
chitectural and other applications are 
shown. The film is of primary interest to 
architects and designers but is interesting 
to the general public as well. 


“Unfinished Rainbows”, 37 minutes, 
16-mm, sound and color, is the story of 
aluminum from its early days as a rare, 
costly metal. Tells how the 22-year old 
Charles Martin Hall solved aluminum’s 
production problem with homemade 
equipment. Alan Ladd plays the part of 
Hall. The film tells a modern story of 
the eternal challenge to youth. /t is of 
interest to a general audience. 


“Right as Rain,” 28 minutes, 16-mm, 
sound and color, tells about aluminum 
portable sprinkler irrigation. Narration is 
by Prof. Virgil Overholt of Ohio State 
University. Film won the 1951 blue rib- 
bon award of the American Society of 
Agricultural Engineers as the best film 
of its type that year. Of special interest 
to farm groups. 
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N\\ [NIX YUTAKA 


“Say, we’re running low on 


Trinity White Cement 


—seems like there’s been a 


steady stream of it going out.” 


») 


i WY N\" 


“Yes, I'll get another order in 
—we did a good day’s work for 


ourselves when we stocked 


TRINITY WHITE.” 


Mi h 


The whitest white cement 


Vi | W\) 


A product of GENERAL PORTLAND CEMENT CO., Chicago, Dallas, Chattanooga, Tampa, Los Angeles 
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American 


Lumberman 


Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $7.50 


Rates: 


1 Time —30c per word for each insertion 
Minimum charge of $1.50 per line. 


3 Times—25c per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 


Add $1.75 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 


allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub 
lication. Advertisements are set in uniform 6 
point style. No cuts or special borders al- 
lowed. Replies forwarded without additional 
charge. Count five words to a line and when 
less are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 
AMERICAN LUMBERMAN, INC. 


59 East Monroe St., Chicago 3, Ill 
Phone: Fi 6-7788 








HELP WANTED 











WANTED: Retail Lumber Yard Manager 

Also, assistant manager for Oregon County 

Seat town. Do not reply unless you are ex- 
rienced and have a clear record. Address 
ox E-53 American Lumberman, Inc 


GENERAL SALES MANAGER: Well estab- 
lished Colorado wholesaler and jobber needs 
experienced man to handle salesmen, cata- 
logue, advertising, merchandising of lumber, 
general building materials, and specialties 
mart | letter stating experience, refer- 
ences, a salary expected. Reply Box F-21 
American Lumberman, Inc. 


Manager for specialty division, kitchen cabi- 
nets, etc., of large lumber company—North- 
ern Illinois. Please state your qualifications, 
references, salary expected in letter using 
your own handwriting. Addrss Box F-28 
American Lumberman, Inc. 


BUILDERS HARDWARE SALESMAN 
for well developed aoe A in Chicago and 
vicinity. We want a high calibre, experienced 
man. Good salary and bonus rite full 
details to: 

JOHN STERLING CORPORATION 
RICHMOND, ILLINOIS 





SALES REPRESENTATIVE 
AVAILABLE 











Building Supply Specialty Sales. Do you 
have representation to the trade in vast 
Northern California & Bay Area Market? 
If not, let us help you!! Address Box F-32 
American Lumberman, Inc. 





BUSINESS OPPORTUNITY 











Well rated Indiana Wholesaler interested in 
financing your carload orders on split profit 
arrangement. Mid-west only. Address Box F- 
25 American Lumberman, Inc 


Due to widely separated interests geogra- 
hically, we offer for sale in central New 
exico one of the most efficient pine 

moulding plants in existence. Also most 

equipment for planing mill to complete a 

fine integrated operation. Adjacent to plenty 

of ponderosa pine timber. Available on rental 
purchase plan to well rated account. Address 

Box F-33 American Lumberman, Inc 





RAILS WANTED 














SITUATIONS WANTED 











Gal Friday: eoengeanne onl typist, invoice ex- 
tender, telephone and counter sales. Figures 
footage. Five years experience, lumber, paint 
hardware. Prefer mild climate. Address Box 
F-29 American Lumberman, Inc. 


Assistant Manager, experienced in lumber, 
Building Material, Hardware, Electrical, 
Plumbing, Drafting, Estimating and Book- 
keeping, desires to relocate. Write Box F-30 
American Lumberman, Inc 





SALES REPRESENTATIVE 
WANTED 











WANTED 
MANUFACTURERS REPRESENTATIVES 
Steel Garage Door Line 


Must call on lumber dealers; be established 
with other non-competing lines, work on 
5% commission. Contact Tom Connellan, 
Booth 140, NRLD Show, November 22-25, 
Chicago, Illinois, or write Taylor Made 
Garage Doors, 19800 Fitzpatrick, Detroit 28, 
Michigan 


Manufacturer’s Representatives wanted for 
nationally known manufacturer of high 
ony. precision-built, standard aluminum 
sliding doors and stationary panels for sin- 
gle and insulating giass installations. A num- 
ber of profitable territories open. Please 
give full information and area covered in 
our first letter. Write Box F-31 American 
umberman, Inc 


112 


RAILS. New and Relaying, Bought and Sold 
1000 Good Serviceable Kiln Trucks in stock 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y 
105 Lake Street. Reno, Nevada 





BUSINESS FOR SALE 











Prosperous building material business in 
Michigan's best tourist town. Ample ware- 
houses and yard space. Large, modern sales- 
room. Best of prospects. Would prefer to 
lease land and buildings. About sixty thous- 
and will cover stock and equipment. Apply 
Box B-43, American Lumberman, Inc 


For Sale: Nebraska Yard. Priced to sell 
Owner wishes to retire. Address Box E-43 
American Lumberman, Inc. 


Established Retail Lumber Yard. Illness 
forces to sell. Eastern Long Island—150’ 
Frontage (Jericho Turnpike)—450’ > 
New Office, storage sheds —— 
6000 Square Feet, including small mill shop 
with machines. $15,000 cash required, bal- 
ance easy terms. Call: Jamaica, New York— 
Laurelton 8-1800 


LUMBER YARD FOR SALE 
Good yard in Eastern Washington (Columbia 
Basin). A rich growing community. Town 
11,000. New fireproof building. ork lift 
operation. Land 180 x 200 ft. Building 
50 x 120 ft. $30,000 plus inventory. Address 
Box F-34 American Lumberman, Inc. 





BUSINESS FOR SALE 








FOR SALE—Old established lumber yard 
Yard, coal bins and cement shed on track, 
of main line of Santa Fe Railroad; office 
and sash house on Main Street. Large farm- 
ing and live stock territory in eastern 
Marion and western Chase counties in Kan- 
sas. Owner retiring account of advanced age 
in 80's. Well assorted stock. Address Box 97, 
Florence, Kansas 


For Sale—Retail Building Materials—farm, 
lake, and city trade. Railroad siding. $60,000 
clean inventory. Northern Indiana. Address 
Box F-35 American Lumberman, Inc. 





RAILS FOR SALE 











New and reconditioned relaying rails, all 
weights, for dry kilns and other prmpeos- 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va 





MACHINERY FOR SALE 











FOR SALE 


V-60 Yates Resaw 60” LH-tilt rolls. Prac- 
tically new. Pilot wheel set works for frac- 
tional sawing. V-belt drive 75 HP. Six 18 
gauge saws. Last word for complete unit 
$8,100.00. 

HUSS LUMBER COMPANY 

1350 W. Fullerton Avenue 

Chicago 14, Illinois 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO 
Minneapolis, Minn. 


NEOPRENE STRIPPING, 13,” round with 
fastening lip 14%” Navy surplus material, 
ideal as dock bumper, garage door weather- 
strip, etc. 25 ft. coils @ 15¢ per ft. Dealer 
disc. available. Write for sample & Informa- 
tion: STARLINE PROCESSES, 317 Glasgow 
Ave., Inglewood, California 





BOOKS FOR SALE 











HOW TO PLAN A HOUSE 
J. Ralph Dalzell and Gilbert Townsend. .$6.95 


Contains all the basic and authoritative in- 
formation necessary to pienaing a house 
shows your draftsmen and builders practical 
ways to work out the features new home 
prospects want in their “dreamhouse.”’ 584 
pages, over 400 illustrations and tables. 


Notice—no orders accepted unless accom- 
panied by payment. 


AMERICAN LUMBERMAN, INC. 
59 E. Monroe St., Chicago 3, Ill 
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For weather-resistant siding... 


suggest INCENSE CEDAR 


...durable, workable and carefully dried 

































































INCENSE CEDAR -— one of the country’s best Write for FREE illustrated folder 
about Incense Cedar to: 


siding materials. Incense Cedar weathers beautifully, and ¥ oe. WESTERN PINE ASSOCIATION, 
it provides a high dimensional stability against swelling : ; ae Dept. 702-D, Yeon Building, 

or shrinkage. For protection against heat and cold = Hh Portland 4, Oregon. 

Incense Cedar is one of the finest wood insulators. It . a 

readily takes—and holds—paint or any of the many varieties 

of modern finishes. With Incense Cedar, you have one 


of the finest siding materials available. ‘Western Pine Association 


. ° . ‘ ' ill fact t j 
For paneling and woodwork, Incense Cedar is also a pee Hie monutoctene tase mente te Rigs 
| standards of seasoning, grading and measurement 


popular choice because of its characteristic knots, ANE | idaho White Pine-Ponderosa Pine - Sugar Pine 
White Fir - Incense Cedar - Douglar Fir + Larch 
| Red Cedar-Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 


graceful grain and fine workability. It is resistant to daily 
wear and is easy to maintain. Incense Cedar is usually 
available in mixed car shipments. Inquire from your 


Western Pine Mills. 
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ADVERTISERS’ INDEX 





Acme Steel Co. 

Aluminum Co. of America 
Ambassa-dor Co. 

American Lumberman 
American Steel & Wire, Div. 
Amerock Corporation 
Andersen Corporation 
Appalachian Hardwoods 
Armstrong Cork Co. 
Azrock Floor Products Div., 


Barclay Mfg. Co., Inc. .... 
Barclite Corp. of America 
Bennett-Ireland Inc. 

Bestwall Certain-teed Sales Corp. 
Butler Manufacturing Co. .. 


Cal-Pacific Redwood Co. .. 

Carr, Adams & Collier Co. .... 

Celotex Corp., The 

Cherry River Boom & Lbr. Co. 

Clarke Sanding Machine Co. . 

Cleveland Steel Specialty Co.., 

Columbia-Geneva Steel Div , 

Cuckler Steel Span Co. 

Curtis Companies Inc 

Cyclone Fence Dept., Amer. Steel & Wire Div 
United States Steel 


DeKalb Commercial Body Corp. 

De Walt, Div. of American Machine & | eevenicy Co. 
Dicks-Armstrong-Pontius, I eae 

Dodge Corp., F. W. 

Dow Chemical Co., 

Durham Co., Donald 


Exchange Sawmills Sales Co. 


Farley & Loetscher Mfg. Co. 

Ford Div. of Ford Motor Co. 

Formica Corporation, Sub. of Cyanamid 
Frantz Manufacturing Co. 


General Bronze Corp 

Gerrard Steel Strapping Dept., 
U. Steel Corp. 

Graham & Co., 

Griffin Co., G. 


U. S. Steel Supply | Div... 


Hamer Lbr. Sales, Inc. 
Hertz Truck Lease Service 
Homasote Company 


Independent Lock Co. 
International Salt Co., 


Kaiser Aluminum & Chemical ‘Gales, Inc. 
Kason Hardware oe : 

Knape & Vogt Mfg. Co. 

Kyanize Paints, Inc. 


7. h Building Products, Div. of Air Control Products, Inc 
y-Owens-Ford Glass Co. ie 
poe Bell Division, International Paper Co. 


Mack Trucks, Inc. 

Malta Mfg. Co., Th 

Masonite Corporation 

McQuay, Inc 

Menominee Indian Mills 
Minnesota Mining & Mfg. Co. 
Monarch Marking System Co., The 
Multiplex Display Fixture Co. 


National Assn. of Home Builders 
National Cash Register Co., The 
National Plastic Products Co., The 
National Retail Lumber Dealers Assn. 
Nevamar Carefree Kitchens, 

Div. of National Store Fixture Co., 
Nicholson File C 





quis BLAN 


use 


FOR INFORMATION ON 


Advertised Products 


Circle the numbers at the right which oppear 
under the advertisements on which you wish 
dato. 


FOR INFORMATION ON 


"What's New” Items 


Circle the code number ot the right which 
corresponds to the number listed at the end of 
that particular “WHAT'S NEW" item. 


NOVEMBER 10, 1958 
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(Please Print) 


Company 


con 


Mail to American Lumberman & Building Products Merchandiser, 59 E. MONROE ST., 


November 10, 


214 215 
234 235 
254 255 
274 275 
294 295 


Position 


Street 
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CHICAGO 3, ILL. 


Pacific Lbr. Co., The ..... 
Parker Hardware Mfg. Corp., S 
Pierce & Stevens Chemical Corp 
Pittsburgh Plate Glass Co. 
Plywood Products Corp 
Premier Hall Mfg. Co 


Red Cedar Shingle Bureau 

Red Devil Tools 

Reynolds Metals Co 

Richards-Wilcox Mfg. Co. 

Ridge Tool Co., The 

Roddis Plywood Corp 

R-O-W Sales Co 

Russell & Erwin Div., The American Hardware Corp 


Sensenich Corporation . 

Ships & Power, Inc. 

Signode Steel Strapping Co. 

Silcrest Co., The 

Simpson Logging Co. 

Stanley Tools, Div. of The Stanley Works “ea 


Tamms Industries Co. 

Tarter, Webster & Johnson, Ine. 
Teco-Plywood Group 
Tennessee Coal & Iron Div. . 
Trinity White Cement 


Union Lbr. Co 

U. S. Steel Corp 

U. S. Steel Export Co. 

Uvalde Rock Asphalt Co., Azrock Floor Products Div 


Van-Packer Co., Div. of The Flintkote Co. .. 


Ware Laboratories, Inc. 

Warp Brothers 

Washington Steel Products, Inc. 
Weller Electric Corp 

West Coast Lumbermen’s Assn 
Western Pine Assn 
Weyerhaeuser Sales Co. 
Wilkenson Mfg. Co. 
Wood-Mosaic Corp 








w.c. 0 


Ahead of Its Time 


e « » DESIGNED FOR FASTER, 
PROFITABLE SALES TODAY! 


‘? 
¢ | @@@nae, oO 
SS ers: 
> ~ had ht 


ost 


Every Unit 
Surfaced 
inside and 

out with 
NEVAMAR 
High - Pressure 
Laminates 


Just let her feast her eyes on a 
NEVAMAR KITCHEN... 
made a sale. Let her fondle those 
satin-smooth NEVAMAR surfaces 


and you've 


that never need painting, that 
won't chip, stain, crack or peel. 
Let her see glorious NEVAMAR 
patterns: Fruitwood, Oyster Ash, 
Turquoise and more! Show her 


the precision craftsmanship and 


This ts 


NEVAMAR 


> a high-pressure laminate surface 
> designed for long life 
and lasting beauty 
> resistant to cigarette burns 
> withstands boiling water 


the many work-saving fea- 

tures. She won't settle for any- 

thing less than a NEVAMAR 
KITCHEN, 


Don't use sales-pressure on the lady! 





Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 22 Million feet for past half century under exacting 
Forest Management Plan without depletion. 


HARDWOODS — WHITE PINE —- HEMLOCK 
DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 


Circle No. 93 on Coupon, page 114 








> won't craze, crack or 
peel in normal use 
> not aflected by alcohol, 
fruit acids, ammonia, 
ordinary ink or time 
S* Guaranteed by > > oyh ae 
Good Housekeeping 


S 
Sie 45 anyransto WS 


NEVAMAR conforms to 
NEMA specifications 


N EVAMAR 


SEE US 
AT BOOTH 
NO. 809 


Some dealer- 
franchises 
still open. 


Li 
has tarmed thes sea! 
OL ULTyr 


NOVEMBER 
22-2 


The Kitchen That’s Years 


KITCHENS 


Div. of National Store Fixture Co., Inc. e ODENTON, MARYLAND 
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American Lumberman | Profit Pointers 





Color Photos Help Sell 


Roth Bros., lumberyard at Irwin, 
Penna., uses color photographs of ac- 
tual installations, seen in a stereo view- 
er. The customer is not a woman from 
Mars; she’s using one of the viewers. 
Max Schwartz, Roth Bros. salesman, 
left, reports the sales tool is effective, 
helps him close sales quickly. 








(Here's the one that ) 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit 
SELLS BETTER because 
it WORKS BETTER 








5 DONALD 
DURHAM 
COMPANY 


elf, and you'll quickly 

t, and repeats so regu- 

ls may shrink, 

yr chi ’s Rock-Hard 

Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
int or polish it to a velvet smooth 
finish. Easy t Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed tw b. Cans or six 
{-Ib. cans to case. Keep some of each on dis- 
play. Available in 25, ». drums for 
industrial users, Order from your Jobber. 


The PLASTIC Repair Material 
in POWDER Form 
Circle No. 74 on Coupon, page 114 
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Colorful Sample Patio Draws Customers 


Patio sales have shown a decided in- 
cease since this beautiful sample patio, 
designed by the Alsynite Company of 
America for the Point Loma Lumber 
Co., San Diego, Calif., was erected. 

All the materials used in the model 
patio—sand, cement, block, lumber, 
fiberglass panels, even a barbecue—are 
neatly stockpiled near the finished patio. 
With building plans available on re- 
quest, the handyman can see at a glance 
what is needed to do the job. 

The patio roof is a two-level affair 
with sand-colored fiberglass board-and- 
batt used on the upper roof and green 
corrugated fiberglass on the lower roof. 
A patio table with building plans com- 
pletes the setting. The block floor and 


columns are built of Roma-tex. A stone 
planter and redwood weave fence com- 
pletes the layout. 


“We find that the beauty of the patio 
itself is enough to convince customers 
without introducing any sales gim- 
micks,” says manager Bert McKinnie. 
“In fact one lady walked in last week 
and ordered us to furnish an identical 
patio for her.” 


WHERE THERE'S 
BUSINESS THERE’S 
A BUSINESSPAPER 








MANUFACTURERS 


Since 1879 





EXCHANGE SAWAILLS SALES Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


1400 R. A. Long Bidg. 
Kansas City 6, Mo. rwx xc-s04 


DISTRIBUTORS 


Representing: 
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Lastingly lovely . 


Craftwall has that genuine hand-rubbed 
look . . . professionally pre-finished to 
give the most durable wood finish 
known. Every “plank” is hand-selected 
to show rich, natural grain! You can 
supply hardwood Craftwall for an 8’ x 
12’ wall for approximately $60. 


The demand for Craftwall wood paneling 
continues to grow. For more and more 
builders homeowners, too... are 
using it to achieve new richness and dis- 
tinction. One beautiful example is the 
charming room pictured above, as fea 
tured in Craftwall advertising in Better 
Homes and Gardens and other magazines. 

It’s so simple for your customers to 


. . Craftwall needs no care. Wipes clean 


Lilly Daché, famous fashion and beauty 
authority, is President of Lucien LeLong 
Perfumes. Here she displays her talent 
for smart design by using oak Craftwall 


as she plans a charming salon. 


create beauty like this with Craftwall 
They have nine handsome woods to choose 
from: Elm, Birch (2 tones), Maple, Oak, 
Cherry, Knotty Pine, Walnut and Mahog- 
any. The panels come in handy 4” modu 
lar sizes (48”x96", 48”x84", 32”x64”, 
16”x96”, or longer) that install quickly 
with nails or Roddis Contact Cement. 


Roddis also offers custom Hardwood Paneling ... Doors 


Circle No. 95 on Coupon, page 
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Nail polish, perfume, even ink in the grooves won't 


And Craftwall’s durable factory finish re 
sists dirt, scuffs and stains . wipe 
clean with a damp cloth. No need for 
waxing. And customer satisfaction is as 
sured, because Roddis guarantees Craft 
wall for the life of the installation .. . in 
writing. For the complete Craftwall story 


for dealers send coupon below. 


Wood Finishes Adhesives Plywoods Timblend 
Dealers’ Craftwall Fact File on request! 
Roddis Plywood Corp., Dept. AL-1158 
Marshfield, Wisconsin 

Please send me the Dealers’ Fact File 
wall Wood Paneling. 


on Craft 


Name 
Firm 
Address 


City 





| 
MAKE Yo 
UR HOME WINTER. -TIGHT, DRAFT FREE! ; 


UTA 









Over 100 Million People Will See 


BIG, PAGE-SIZE, 2-COLOR ADS LIKE THIS 


Now Appearing in National, State & Local Papers. Wor 
They Will Keep Your Customers Asking for wor tar 
al 


GENUINE, CRYSTAL Citas 


Flex-0-Glass & Other Top-Quality Plastic Products | "0c & 7 } 


2 Fuu YEARS 


yananres 


Cash In On This Timely Advertising 
Keep Your Display Rack Filled With ‘‘Warp’s”’ For Extra Sales, Extra Profits 





WARP’'S @=y 
DISPLAY == 


RACK 


PLASTIC bil 


INDOW MATERIAL 
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Py PACKAGED STORM COVERS 


COMPLETE KITS FOR DOORS AND WINDOWS 

















America’s 
Fastest Selling 
Storm Window Kit 






~~ KIT 
Two Full Size Storm Windows es OE 36” x 84” weather- 


in Each Kit a we dle a : proof mratt with 


Cr le Se omy 
- i ’ ransparen 
a St sien . , ansp t 
\ 4 pecial ° ) ) | 


36” x 72” Plastic 
Sheet 
"18° Fibre Molding 
Pac kage of edie Plastic 
ig 2 Sheets Plastic-_72” x 36” Sheet 
36 Feet Fibre Molding 
2 Packages of Nails 
Packaged in Snappy 3 Color Plastic Envelope. 


. pecial 

Packed 12 to Attractive Individually wrapped _ Double Face Tape 

Counter Merchandiser ee «ready to sell Packed 12 to Packed 6 in attractive counter 
‘ a Handy Dispenser Carton Display Box 


in a Dispensing 
Display Carton 


WH POLYETHYLENE SHEETING 


| 

; 

} 

| if Material Will Be Exgosed To Sunlight For Any Length of, Time, Use BLACK COVERALL j 


Pre-Cut Packaged a tiy- ver DROP Pre-Cut Round 
Cover RALL SL TO WEF Om | SH AGE Cover 


4 Gauge Heavy Duty 
Black Coverall 


MOISTURE-PROOF 
CLEAR 


-5 handy sizes- \\ 2 3 i £| Individually boxed / 
SUN-RESISTANT , in ‘ No ie ¥x1 cle and packed 3 
mil black COVERALL / 
B LAC 4 Individually boxed and 4 Individually boxed toa shipper Ji 





packed 3 to a shipper Packed Doz. to Display Carton. 5 Sizes 


Carried by Reliable Jobbers Everywhere 


ai WARP BROS. CHICAGO 51, ILL. | 


Selling & Handling 
"TM 


4 











